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STRONG SPEAKERS AT 
NEW YORK’S CONGRESS 


All-Star Aggregation on Program 
Staged by Association in 
Eastern Metropolis 


ELIASON LED THE LIST 


“Bob” Moore of Boston, James L. Mad- 
den, G. M. Lovelace and Charles 
H. Langmuir Gave Addresses 


NEW YORK, March 20— Speakers 
from half a dozen cities of the country 
contributed their best to make the an- 
nual sales congress of the Life Under- 
writers Association of New York a suc- 
President A. O. Eliason of the 
National association, just in from a two 
months’ swing around the circle in the 
interest of association work; Robert J. 
Moore, Jr., president of the Boston as- 
sociation; James L. Madden, manager 
of the insurance department of the 
Chamber of Commerce of the United 
States, and Dr. Griffin M. Lovelace, di- 
rector of the school of life insurance at 
New York University, were the head- 
liners, 

Orville Thorp of Texas, former presi- 
dent of the National association, took 
the stage long enough to boost the mem- 
bership campaign and Lee J. Dougherty, 
president of the American Life Conven- 
tion, stepped into an interval between set 
speakers and said a good word for the 
work being done by President Eliason 
and the other officers of the National 
association. Mr, Dougherty said life 
imsurance men had not been educating 
themselves sufficiently and that the pub- 
lic was entitled to life insurance advice 
'rom specialists just as it had business 
advice and legal information. He added 
that any life insurance man who did not 
support the life underwriters’ associa- 
‘ons was not doing his share in making 
the business what it ought to be. 

President Eliason’s Talk 


_President George A. Smith of the New 
York association presided very effi- 
cently. He introduced President Elia- 
son as a hard worker, whose work is 
setting results. The national president 
made a good straightforward talk which 
‘arried conviction and sincerity. 
Mr. Eliason wants the life insurance 
‘usiness to be on just as high a plane as 
pessible, but thinks that this cannot be 
_ unless the local associations in- 
> arn their membership and bring into 
© fold the other 90 percent of life in- 
ge men throughout the country, 
: © share in the benefits of the associa- 
on movement, but seem unwilling to 
© their part in “carrying on.” 
Rat teraasee. of program insurance, the 
tryin ¢ cautioned his hearers against 
are © sell the entire program to a 
sign 1 €r at once. His advice was to 
phe m - for the most pressing needs 
= _ and keep cultivating his interest 
a g0es on with the idea of supply- 
& the other parts of the life insurance 


cess. 


Program as he is ready and willing to 





IN RECEIVER’S HANDS 


ACT ON INDIANA NATIONAL 





Judge Fred S. Sims Placed in Charge on 
Petition of Commissioner McMurray 
—Reinsurance Held Up 





INDIANAPOLIS, IND., March 20— 
The Indiana National Life of Indian- 
apolis was placed in the hands of a re- 
ceiver Saturday on petition of Insurance 
Commissioner McMurray. Judge Fred 
S. Sims was named by the court as re- 
ceiver. For some months past the 
company has been undergoing a battle 
for control of stock and a contract has 
been signed by the/officers for the re- 
insurance of its business in the Missouri 
State Life. The interests of the policy- 
holders, Commissioner McMurray says, 
are amply protected by the funds that 
the company has deposited for reserves, 
but he would express no opinion as to 
how the stockholders will fare. Mr. 
McMurray says that the receivership 
was asked to conserve the interests of 
the policyholders. 


Some Points to Be Cleared Up 


As to the contract of reinsurance with 
the Missouri State Life, he said that 
there are some points in this contract 
as at present drawn which he does not 
consider sufficiently clear and definite 
and that he will not approve it until 
these are straightened out. The receiver 
will also have to be satisfied with the 
contract before it can become effective. 

The Indiana National Life was incor- 
porated in June, 1906, under the deposit 
laws of Indiana and began business the 
following January. The company 
started with $100,000 capital, which has 
been increased from. time to time until 
it is at present $210,000 The con- 
tributed surplus aggregates $498,419 
and, since organization, $169,995 has 
been paid to stockholders in dividends. 

Reinsured Other Companies 

It has also reinsured the following 
companies: 1907, Central Union Life; 
1915, Anchor Life; 1915, Beacon Lité; 
1915, Liberal Life, and in 1916 the Lex- 


ington Life, all of Indiana. Several 
months ago the Hawkins Mortgage 
Company of Portland, Ind., became 


identified with the Indiana National 
through the purchase of stock in the 
life company by officers of the mortgage 
company. The Indiana insurance de- 
partment criticised some of the trans- 
fers of stock. An examination was re- 
cently made of the life company by the 
Indiana insurance department and a 
report is expected the latter part of this 
week. 

The Indiana and Missouri departments 
invited the Illinois department to form 
the third member of the committee that 
will pass on the reinsurance of the In- 
diana National Life by the Missouri State 
Life Friday of this week. 








pay for it. Volume is all right, but Mr. 
Eliason believes that the function of the 
association is to write business better, in 
other words, to give better service to the 
policyholders. 


“Bob” Moore Packs Punch 
“Bob” Moore of Boston looks like a 


big overgrown boy, but when he talks 
(CONTINUED ON PAGE 20) 





CARNEGIE GRADUATION 


PHILIP BURNET IS SPEAKER 


Two Women in Class—Nine States and 
Two Canadian Provinces Rep- 
resented Among Graduates 


PITTSBURGH, PA., March 20.— 
Two women were among the members 
of the twelfth class in life insurance 
salesmanship to graduate last Friday at 
Carnegie Institute. Bess Williams of 
Millvale, Pa., and Margaret A. Clancy 
of Portland, Me., shared the honors of 
being the only women to graduate. The 
members of the class came from nine 
different states and two from Canadian 
provinces. Fourteen insurance compa- 
nies were represented. 

The principal speaker of the gradua- 
tion exercises was Philip Burnet, pres- 
ident of the Continental Life of Dela- 
ware, whose subect was “What Is Your 
Importance?” In outlining the ideals 
a life insurance salesman should fol- 
low, he said: 

Burnet Stresses Responsibilities 


“Although less spectacular, our po- 
sition is much the same as that of the 
chairman of a war loan campaign whose 
duty it was to organize his territory 
that everyone would be urged to sub- 
scribe, and subscribe an amount com- 
mensurate with his means. And so we 
have delegated to us the responsibility 
for a large part of the material welfare 
of the communities in which we live. 
We are charged with the duty to do 
everything in our power to insure as 
many people as_ possible, and for 
amounts that will adequately protect 
their dependents. In so far as we fail 
to do this, we fail to render that serv- 
ice which the community delegated to 
us to perform when it relieved us of 
all responsibilities and permitted us to 
devote ourselves exclusively to life in- 
surance work.” Other speakers were 
Dr. Thomas S. Baker, president of Car- 
negie Tech, and Dr. W. V. Bingham, 
director of the division of cooperative 
research. 

Members of Graduating Class 


The graduates were given temporary 
certificates, exchangeable for diplomas 
after they have completed a year’s work 
in the field, and have written a specified 
amount of business during that period. 
The following were graduated: Law- 
rence W. Bass, Indianapolis; Robert 
B. Branham, Topeka, Kan.; John S. 
Cameron, Chance Harbor, N. S.; Paul 


F. Cranfield, Madison, Wis.; William 
Ek, Wilmington, N. C.; Robert E. 
Farr, Bolton, Miss.; Ralph M. Grey, 


Summerfield, Kan.; Charles P. Hous- 
ton, Kitchner, Ont.; William McCoy, 
Pleasant City, O.; Arthur H. Peterson, 
Waterloo, Ia.; Matthew D. Revell, To- 
ledo, O.; Lewis A. Ripley, Halifax, N. 
S.; Harold W. Soesbe, Greene, Ia.; 
Frederick L. Wright, Oakland, Cal.; 
Herbert R. Coursen, James L. Hukell, 
Jr.. John A. Jordan and Clarence D. 
Wright, all from Pittsburgh. 

The spring class will begin Monday, 
April 2, to continue for the usual pe- 
riod of 11 weeks. Present indications 
are that there will be a full enrollment, 
as has béen the case at all previous 
sessions of the Carnegie school. 





NEW ENGLAND CONGRESS 
WAS GREAT ROUND-UP 


Underwriters Form Many States 
Gathered at Boston for Sales 
Conference 


ENJOYED GOOD PROGRAM 


Over 800 Present at All Day Session— 
Eliason and Many Other Notables 
of Profession There 


BOSTON, MASS., March 17.—Serv- 
ice to policyholders, business and in- 
come insurance, and intelligent planning 
of work were the topics which predomi- 
nated through the third annual sales 
congress of the Boston Life Under- 
writers Association, which brought to- 
gether more than 800 life underwriters 
from all parts of New England at Ford 
Hall, Boston, today. The congress, 
while conducted by the Boston associ- 
ation, was participated In by members 
of the associations in Portland, Me.; 
Windsor, Vt.; Hartford, Conn.; Provi- 
dence, R. I.; Manchester, N. H.; New 
Bedford, Worcester, Fall River and 
Springfield, Mass., and the New Eng- 
land Women’s Life Underwriters As- 
sociation. 

Many Notables Speak There 


_ 

There were two sessions, morning 
and afternoon, with luncheon talks at 
noon at the Boston City Club and the 
Bellevue hotel. Each session was 
marked by an address of unusual bril- 
liance, that of the morning, by Robert 
H. Clark, superintendent of the John 
Hancock agency, Boston; and that of 
the afternoon by Charles J. Orbison, 
former judge of the superior court of 
Indianapolis, Ind. A. O, Eliason, presi- 
dent of the National Association of 
Life Underwriters, also gave an inter- 
esting address at the morning session, 
touching on the broad lines of associa- 
tion work. The remainder of the time 
was devoted to snappy talks on various 
angles of the work and methods of con- 
serving time. 

After the convention had been 
warmed up by half an hour’s singing 
under the leadership of David Sprague, 
President Robert W. Moore of the Bos- 
ton association called the congress to 
order, 


Eliasson Opened Program 


National President A. O. Eliason 
opened the speaking program. His 
message was general and he received 
an enthusiastic welcome at the begin- 
ning and close of his address, which 
was full of praise for the work of the 
associations and advice for the life men. 

President Eliason said he had talked 
to 8,000 agents from coast to coast gath- 
ered to discuss educational programs, 
during the past year. They were all en- 
gaged in constructive work and holding 
nathing back. Each gave the best they 
had, even their innermost trade secrets. 
There would be some 50 sales con- 
gresses this year. It demonstrated the 
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desire of the life underwriters fort URGES ILLINOIS METHOD |HAD GOOD IMPRESSION |TO HOLD CONVENTION 
nowiledge. was a remarkabDie con 


trast with the old ways. Events of re- 
cent times had made it necessary for 
life men to become better salesmen. 
The salesman of the old school could 
no longer be a prominent member of 
the association. There was today a 
new style of salesmanship which em- 
phasized service and accomplishment 
tor the public. The business must be 
better placced today, and it results in 
more and larger policies. Under the 
new style of salesmanship the needs of 
the prospect are brought out and they 
become wants and desires. The “home 
opposition,” once so strong because the 
wife objected to the husband’s extrava- 
gance in buying insurance to protect 
her alone, had disappeared in the new 
ideas of insurance to educate the chil- 
dren, which brings the parents together 
in perfect harmony of ideas, The new 
style inspires confidence in the agents. 
Once get a prospect on the line of needs, 
he is always a prospect. But one rem- 
edy does not meet the ills of all, The 
agent must study the particular needs 
of each. The speaker said all he desired 
to do in his talks about the country was 
to impress on the agents the necessity 
of a broader vision, less thinking of self, 
and a striving to do the best for the 
other fellow. Cooperation and associa- 
tion have made the agents better and 
the embodiment of it all was in the 
association. 
Clark’s Talk on “Service” 


“Service to Policyholders” was the 
subéct of an inspiring address by Rob- 
ert H. Clark, superintendent of the 
John Hancock agency. Life insurance 
today, he said, was an organization de- 
voted to human service and human lib- 
erty. It demands of its votaries a con- 
stant service. Life insurance is an idea, 
not a commodity sold over the counter. 
It carries a message of stability, of 
joy of living, of protection. It tells the 
man his loved ones shall be protected 
for all time if he is taken. That they 
shall be educated. That if he lives to 
old age its protecting arms shall be 
placed about him. If the agent is to 
give service he must have a knowledge 
of the principles and practices of life 
insurance companies, the manner of or- 
ganization, functions, how vast sums 
are expended and invested—in railroads, 
houses, mortgages, for the stability of 
present day civilization. Those who 
enter the business today are extremely 
fortunate. They are passive recipients 
of a vast energy which has been cours- 
ing over this country for 40 years. The 
old time agent made great sacrifices. 
and fought well and true against great 
‘ odds. He taught thrift in the old days, 
and the sons of those protected in the 
old days are now merchant princes, 
lawyers, doctors, and to them you go 
to sell large policies, made possible of 
acceptance by the work of the earlier 
avrents. An agent cannot give service 
unless he is adequately fitted. Hence 
the schools of salesmanship today. 

Di Busi Insurance 


Earle G. Manning next took up the 
topic of business insurance and dis- 
cussed it from the three points of. sin- 
gle, partnership and corporation poli- 
cies. He advised insuring younger 
members of a business, giving them the 
promise of stock at the end of a definite 
period of years, say twenty, and an 
agreement as to the distribution of the 
business when death came, incorporat- 
ing to avoid the income tax. 

Partnerships automatically dissolved 
at death, but should be perpetuated. 
Make it possible to buy out the deceased 
partner’s estate. The only way is by 
life insurance. By paying two or three 
percent of the value of each one’s inter- 
ests insurance could be carried which 
would allow the surviving partners to 
absorb the business. Large corpora- 
tions could use insurance to retire bond 
issues or capital stock issues. Insure 
the biggest man of the business, policies 
payable to the corporation. Use the 
insurance to put aside >s a sinking fund, 
if necessary to build up a reserve. En- 
dowment insurance may be preferred 

(CONTINUED ON PAGE 21) 
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WOULD HELP NEW COMPANIES 
Superintendent Stoddard Wants Modi- 
fied Preliminary Term Allowed 
in New York State 





In his report to the legislature Mon- 
day, Superintendent F. R. Stoddard 
urged strongly legislation permitting 
life companies doing business in New 
York to adopt the so-called Illinois 
standard method of valuation as an 
alternative. He said: 

“New York is the only state which 
has adopted the select and ultimate 
method as the legal minimum standard 
of valuation. Every state except New 
York and Massachusetts permits some 
form of preliminary term valuation. The 
one most commonly used is a modified 
preliminary term method known as the 
Illinois standard. 


Has Been Urged for Years 


“The adoption of the Illinois standard 
as an alternative minimum legal stand- 
ard of valuation in this state has been 
urged for a number of years by life in- 
surance companies and the insurance de- 
partments of other states. 

“My reasons for recommending the 
adoption of the Illinois standard as an 
alternative minimum standard of valu- 
ation are as follows: 

“1. It is generally admitted that the 

Illinois standard method of valuation is 
actuarially sound. 
_ “2. It has been stated that ‘the pre- 
liminary term method is an attempt to 
harmonize theory and facts by adjust- 
ing net premiums to conform with the 
incidence of expense, the gross ordinary 
life premium (or, under Illinois stand- 
ard, the 20-payment premium), less first- 
year mortality, being accepted as sub- 
stantially the measure of first-year 
expenses. 


Must Dip Into Surplus 


“3. It is undoubtedly true that the 
cost of acquiring new business is in 
excess of the expense loadings on level 
net premiums. Consequently, after pay- 
ing acquisition expenses, a company 
which values its policy liabilities on the 
level net premium method must dip into 
its surplus to put up the reserve. This 
deficit is made up later from the excess 
expense loadings for subsequent years. 

“4. No new mutual companies have 
been organized in the state of New 
York since the present valuation require- 
ments went into effect. It is doubtless 
true that it is very difficult, if not prac- 
tically impossible, for new mutual com- 
panies to organize under the present 
laws of this state. It is thought that 
a change in the legal minimum valuation 
standard will facilitate the organization 
of new companies. 


Compelled to Curtail Business 


5. It has been urged that there is 
need for more flexible reserve require- 
ments so that a company may not be 
compelled, by reason of temporary 
fluctuations in its surplus, to curtail the 
business which it could otherwise profit- 
ably handle. 

“6. It is claimed that the adoption 
of the Illinois standard as an alternative 
minimum legal standard of valuation 
would eliminate unfair competitive 
methods used by some of the field rep- 
resentatives of companies operating in 
New York and Massachusetts. 


Wants Uniformity 


“7. The adoption of the Illinois stand- 
ard method of valuation would be in the 
interest of uniformity. It is claimed 
that New York’s adherence to the select 
and ultimate method is a reflection on 
the valuation methods of other states, 
thereby creating friction and destroying 
the harmony which is essential to the 
most successful development of the life 
insurance business of the country. 

“T have, therefore, prepared a bill 





ARE PLEASED WITH CALDWELL 





Insurance Men Feel the New Tennessee 
State Commissioner Will Give 
Business Administration 





NASHVILLE, TENN., March 19— 
The more insurance men reflect on the 
address that Insurance Commissioner A. 
S. Caldwell of this state made at the 
luncheon at which were present the local 
fire agents and field men of fire com- 
panies last week, the more convinced 
they are that he intends to give insurance 
people a square deal. Mr. Caldwell was 
formerly manager of the life department 
of the Provident Life & Accident of 
Chattanooga and was one of the organ- 
izers of the Volunteer State Life. He is 
therefore well steeped in insurance and 
from the life insurance standpoint at 
least has an extensive knowledge of the 
business. 


Has Questionnaire Introduced 


Insurance men are studying the agency 
qualification bill that has been introduced 
at the instance of Commissioner Cald- 
well, in which he inserts a questionnaire 
that all agents must sign before securing 
a license. Mr. Caldwell believes thor- 
oughly in agents being qualified and 
fitted for their task. The information to 
be gotten from the questionnaire is 
such that will enable an official to judge 
whether an applicant is fitted for his 
task. He said that at present he has 
but little authority to hold up licenses. 
He has had some complaint lately, espe- 
cially among the life men, where agents 
were not making settlements as they 
should. He cited two cases where agents 
had secured notes on life policies, had 
turned the notes in in settlement of 
them and secured advances. Then the 
agents sought to twist the insurance. 
He had taken the responsibility to hold 
up the licenses in these cases. 

Commissioner Caldwell assured the in- 
surance mer that his office would not 
be run for political purposes. He wants 
it understood that he believes in a busi- 
ness administration. He said that he 
was approachable at all times and wanted 
to talk over any disputed points with 
insurance people. 


Text of Qualification Bill 


The bill that has been introduced at 
the request of the commissioner is as 
follows: 


Be it enacted by the general assembly 
of the state of Tennessee, That the 
commissioner of insurance and banking 
of the state of Tennessee is hereby given 
the power, upon application to him 
by any insurance company, association, 
fraternal benefit society or other insur- 
ance organization, or agent or general 
agent, to license any person or persons 
to transact the business of an in- 
surance agent or agents or solicitor 
or solicitors; that before issuing such 
license, the said commissioner shall 
have the power to require specific 
information with respect to the moral 
character, business qualifications and 
fitness of all such persons, and that 
he may prescribe rules and regulations 
for the acquisition of such information 
as he may deem necessary in determin- 
ing the qualifications of all persons de- 
siring to become such agents or solici- 
tors. That every insurance company, 
including fraternal benefit associations, 
and all other companies licensed to do 
business in this state shall obtain from 
the said commissioner of insurance and 
banking a certificate of authority for 
every agent or solicitor writing or s8o0- 
liciting insurance for them in this state, 
and that such certificate shall be re- 
newable in January of each year, and 
that the same may be revoked upon 
good cause shown by said commissioner 
of insurance and banking. 





amending sections 84, 89 and 97, insur- 
ance law, permitting life insurance com- 
panies transacting business in this state 
to adopt the Illinois standard as an alter- 
native minimum standard of valuation.” 





MEETING OF COLUMBIA MEN 





Agents Attending the Annual Gathering 
Which Is Being Held in Cincinnati, 
This Week 





The Columbia Life of Cincinnati is 
holding its annual convention of agents 
Thursday, Friday and Saturday of this 
week. President Cross reports the busi- 
ness of the company as largely in excess 
of that since the first of January last 
year. Following is the program: 


Thursday Morning 


Address of welcome—S, M. 
president. 

Convention singing. 

How to Secure Prospects—I. P. Boggs. 

Discussion of subject by Frank B, 
Cross, Jr. and L. A. Gregerson. 

The Pre-Approach—Stanley A. Ferger. 

Discussion of subject by F. P. Hartin- 
ger and N. A. Schrenk. 

Sales Demonstration—L. A. Gregerson 
selling A. A. Redmon a life 20 partici- 
pating contract. 

Luncheon, Hotel Gibson, 


Cross, 


1 p. m. 


Thursday Afternoon 

Singing. 

“The Columbia”—E. J. Wohlgemuth, 
president The National Underwriter. 

Sales Demonstration—George H. Guil- 
foyle selling W. W. Shook an ordinary 
life participating contract. 

Our New Ordinary Life Special and 
Annuity Contracts—A. J. Koeppe. 

The Medical Problem—F. B. 
medical director. 

Dinner, Queen City Club, 6:30 p. m. 

Theatre party. 


Cross, 


Friday Morning 

Singing. 

Making Increases on Old Policyholders 
—George H. Guilfoyle. 

Results of Consistent Soliciting—F. P. 
Hartinger. 

Humorous Experiences Eycountered in 
My Field Work—L. T. Kinnett. 

Sales Demonstration—I, P. Boggs sell- 
ing Frank B. Cross, Jr., an endowment 
20 participating contract. 

Question Box—A. J. Koeppe. 

Luncheon, Hotel Gibson, 1 p. m. 

Friday Afternoon 

Singing. 

Eliminating the Hidden Objection—J. 
W. Knippling. 

Cash With Applications—A. A. Red- 
mon. . 

A Volunteer Period—Swapping practi- 
cal ideas. Five minutes each from any 
ten agents. 

Banquet, Hotel Gibson, 6:30 p. m. 
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Saturday Morning 
Singing. . 
The Outlook for 1923—Dr. Charles 
Weber. 


The Real Need of Life Insurance—A 
B. Gilbert. ee 

Writing Business That Sticks—™- 
Beim. - 

Things I Have Learned About Sel ins 
Insurance During My Experience of Fi 
teen Months—W. W. Shook. 





Would Require Investment Data 


A bill introduced in the Illinois legis 
lature by Representative Lyons, but — 
sponsored by the insurance deporte 
would compel insurance compamies ' 
give a copy of all contracts and agres 
ments made with banks, brokers 4° 
dealers in bonds, to list the payment ps 
any compensation in making loans ! 
behalf of the insurance company, an 
to show the salaries and other remune 
ation paid officers or directors of 
company. 





Celebrates Anniversary Month 


March has been designated by po 
American National of Galveston ~ 
“anniversary month,” the company om 
ing been organized and started bus! oo 
in March, 1905. The hearty respons. 
noted in the bigger volume of bene : 
being received indicates a banner mon™. 
The substantial gain of 
surance in force made in 1! : 
creased by $5,000,000 in January 
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STODDARD’S VIEWS ON 
LEGISLATION NEEDED 


Group Insurance Gets Special At- 
tention From New York 
Superintendent 


AIMS AT EXPENSE MARGINS 


Viewpoint Recalls Acquisition Cost Pro- 
gram—Eliminates Department Ap- 
proval of Endorsements 


Legislative recommendations made by 
Superintendent F. R. Stoddard, Jr., of 
New York in his report to the legisla- 
ture Monday indicate clearly that the 
superintendent has his eye on expense 
margins. This recalls the superintend- 
ent’s activity in fire and casualty insur- 
ance, in which business he has brought 
about a nation-wide program to reduce 
acquisition cost. 

His comment on some of the pro- 
posed legal changes was in part as fol- 
lows: “The present legal minimum 
standard for the valuation of life insur- 
ance policies is the ‘Select and Ultimate 
American Experience Table of Mortal- 
ity’ with 3% per cent interest. I have 
prepared an amendment for the purpose 
of changing the legal minimum stand- 
ard for the valuation of short term 
group insurance policies to the Amer- 
ican Men Ultimate Table of Mortality 
with 3% percent interest. 


Lower Standard 


“The proposed minimum standard for 
valuation of short term group insurance 
policies is lower than the present mini- 
mum standard. My chief reasons for 
ncermemaaai this change are as fol- 
ows: 

“1. The ‘American Men Ultimate 
Table of Mortality’ with interest at 3% 
percent has been adopted by the princi- 
pal authorized companies writing group 
msurance as the basis for calculating 
their group insurance premiums. 

“2. The American Men Table is 
based on the experience of companies 
for the years 1900-1915. This experi- 
ence indicates that the American Ex- 
perience Table gives rise to excessive 
Premiums at the early ages on short- 
term policies. 

“3. The experience of the companies 
with group insurance indicates that the 
Americen Men Table is more nearly in 
accordance with their actual experience 
than is the ‘American Experience Table 
of Mortality.’ 

“4. There is comparatively little un- 
certainty involved in estimating future 
mterest and mortality rates in the case 
of short term group insurance policies. 
The bulk of the group insurance busi- 
Ness is now being written under forms 
ot contracts which reserve to the com- 
pamies the right to adjust the premi- 
ums at the end of each year. 


Padding Expense Margins 


“I have also prepared amendments to 
‘ection 97, whose chief purpose is to 
Prevent the padding of expense margins 
by the writing of short term group in- 
‘urance. When the proportion of group 
Msurance in the total business written 
me as large as it is in a few cases, 
- contribution by group insurance to 
- expense margins makes the provi- 
‘ons tor the limitation of expenses 
When ay meaningless in such cases. 
ae t ¢ Armstrong committee drafted 
pea ak group insurance was, of 
one unknown, It is believed that 
pl ws gate amendment will aid in 
he uns out the original intention of 
varence witha committee. Group in- 
aie Ww re should be, and undoubt- 
a a conducted with a lower expense 

now contributes excessive amounts 
(CONTINUED ON PAGE 28) 


LIMITS ARE RAISED 
CHANGES IN CHILD INSURANCE 


Superintendent Stoddard Asks Legisla- 
ture to Remove the 
Limitations 


In his report to the legislature March 
19, Superintendent F. R. Stoddard oi 
New York urged a change in the lim- 
itations governing child insurance so 
that (1) the life of a child may be cov- 
ered from the time of its birth, instead 
of from after its second birthday as now; 
(2) the amounts allowed may be graded 
up considerably higher for successive 
years to correspond to the largely in- 
creased cost of burial; and (3) the lim- 
itation as to the amount of insurance 
which may be taken by a person liable 
for the support of a child over 1414 
years of age is removed. 

On this subject he said: 

“Since the year 1892, there has been 
a provision in the insurance law limiting 
the amounts of life insurance which 
may be taken out upon the life of a 
child by a person liable for the support 
of such child. Legislation of this sort 
has been enacted in only four states— 
New York, New Jersey, Nebraska and 
Colorado. 

Costs Have Doubled 


“On account of the tremendous ad- 
vance in the cost of almost everything 
during the last few years, considerable 
criticism of the limitations contained in 
the New York law has been made by the 
holders of policies on the lives of chil- 
dren, it being claimed that the amounts 
provided-under the statute are now in- 
sufficient for the purposes for which the 
original statute of 1892 was designed. 
It may truthfully be said that prices in 
general have more than doubled since 
this statute was first enacted. The de- 
partment has therefore prepared a bill 
increasing the amounts, which it recom 
mends for passage. 

Can Grant Larger Sums 


“The limitations contained in section 
55 were originally designed to specify 
the amounts of insurance which could 
be furnished for a weekly premium of 
5 cents between ages 1 and 6, and for 
a weekly premium of 10 cents for ages 
above age 6. The experience of the 
companies which transact this class of 
business now shows that considerably 
larger sums can be granted for such 
premiums on the basis on which such in- 
surance is written, and there has been 
prepared by a competent actuary the 
table of limitations in the said proposed 
bill based upon amounts of insurance 
which can safely be written for such 
premiums on such basis, which sums 
would be more appropriate under the 
existing conditions. 

Nursing Service Considered 


“In addition to the increases as pro- 
posed, there are two further features of 
the bill submitted. One of these is the 
removal of the existing restriction which 
prevents insurance upon the lives of 
children under age 1. Whatever may 
have been the occasion for this restric- 
tion when the statute was first adopted, 
the experience of 30 years would indicate 
that there is no longer any reason for 
continuing the same. A real reason ex- 
ists to the contrary. Children under 
1 year of age are practically never in- 
sured unless with other members of the 
family. If the life insurance company 
furnishes free nursing service to policy- 
holders in case of illness, there has been 
found a situation where the nurse will 
care for the mother and older children 
who are insured, but cannot care for 
the baby under 1 year of age who needs 
the care perhaps more than the others. 

Removal of Restrictions After Age 15 


“The remaining change in the pro- 
posed bill consists in the removal of re- 
strictions after age 15. Since 1902, sec- 
tion 55, by an amendment adopted that 








COMPANY HELD LIABLE 


RESPONSIBLE FOR THE AGENT 


North Carolina Supreme Court Hands 
Down Decision Concerning Neg- 
ligence to Deliver a Policy 


A life company has been held liable 
for its agent’s negligence in the case of 
W. M. Foy, administrator, against the 
Volunteer State Life in a decision 
handed down by the North Carolina 
supreme court. The court holds the 
company liable for the negligent delay 
of its agent in the delivery of a policy 
even though no advance payment of 
premium had been made. The action 
was started to recover $3,000 on ac- 
count of the alleged negligence or fail- 
ure of the agent of the Volunteer State 
to deliver a policy in accord with agree- 
ment. It was agreed that the premium 
should be paid when the policy was de- 
livered. According to evidence, the 
agent held the policy for 15 days after 
he received it, althouvh it is claimed 
that he saw the assured several times 
during this period. He said in conver- 
sation that he had the policy and would 
deliver it in due season, 

When, however, the agent went to 
deliver the policy at the policyholder’s 
home he found that he was ill with ty- 
phoid fever. A demand was made for 
the delivery of the policy but it was re- 
fused, Chief Justice Clark in rendering 
the decision said: “Whether a policy 
for life insurance or for fire insurance, 
the party making the application is en- 
titled to have the security he asked for. 
When this application had been ac- 
cepted as here, upon an agreement that 
the policy shall be valid from such ac- 
ceptance, the insured should not be de- 
prived of the benefit of the policy by 
the negligence of the company’s agent 
in making delivery.” 





year, has permitted a person not of the 
full age of 21 years, but of the age 
of not less than 15 years, to effect insur- 
ance upon his own life for the benefit 
of father, mother, husband, wife, brother 
or sister, without being deemed incom- 
petent by reason of such minority to 
contract for such insurance. By an 
amendment adopted by the legislature 
of 1922, this statute now permits such 
insurance to be taken out by a minor 
of the age of 15 years, as determined by 
the nearest birthday. 

“In view of the fact that such insur- 
ance may now be secured, without limit 
as to amount, by a minor aged 15, there 
seems to be no further occasion for the 
limitations now contained in section 55 
for ages after age 15 nearest birthday. 

“Subdivision 4 of section 231 of the 
insurance law was enacted in the year 
1918 for the purpose of permitting 
fraternal beneficiary societies also to in- 
sure the lives of children between the 
ages of 2 and 18 years, for whose sup- 
port and maintenance a member of such 
society, is responsible. The amount of 
insurance granted by this enactment is 
tne same for the corresponding ages as 
now contained in section 55. It is my 
opinion that the reasons which warrant 
the increases suggested in the amounts 
of insurance in section 55 apply also to 
section 231, to the end that fraternal 
beneficiary societies may be able to give 
the same protection to the parents or 
guardians of children as old line life in- 
surance companies in this reshpect.” 


Bankers Was Leader 


The past year was the second succes- 
sive year in which the Bankers Life of 
Des Moines led all companies in the 
production of new paid-for business 
in Iowa. The Bankers showed a gait 
in paid-for business for 1922 as com- 
pared with 1921, while its chief con- 
tenders for leadership in the state 
showed a loss for last year as compared 
with the preceding year. The Bankers 
Life’s total of paid-for business in Iowa 
for the year was over $12,700,000. 





KEEP GOVERNMENT OUT 
OF BUSINESS: STODDARD 


New York Insurance Superinten- 
dent Opposes Moves for 
State Insurance 


SUPERVISION IS ENOUGH 


State’s Activities Should Be Limited to 
That Function—How the Com- 
panies Can Help 





“Keep the Government Out of Private 
Business” was the subject of the ad- 
dress given by Superintendent F. R. 
Stoddard, Jr., of New York, at the sales 
congress conducted last week by the 
New York Association of Life Under- 
writers. He favored state supervision, 
but was very strong in his declaration 
that the state should go no farther than 
that. He said in part: 


“During my term of office in the in- 
department, I 


Surance have been 





FRANCIS R. STODDARD, JR. 


amazed with the constant tendency not 
only on the part of the public, but also 
on the part of the insurance companies, 
to put the state into business. Again 
and again, the department has been 
urged to assume some function which 
ought to be performed by the insurance 
companies themselves. Constantly, we 
read in the nublic press of the advocacy 
that the state, city or national govern- 
ment take over some branch of busi- 
ness, whether it is insurance, railroads, 
coal mining, money lending or other. 

“In the life insurance field, a promi- 
nent state officer has advocated that 
state employes, in addition to receiving 
a pension, be given life insurance by the 
state. I have heard it seriously advo- 
cated that the state should nominate a 
portion of the directors of a life insur- 
ance company. I have also heard it 
advocated that no life insurance officer 
should get more than a certain salary, 
unless the state approved of the salary. 
These and other suggestions would, if 
put into effect, have a tendency to en- 
croach more and more upon the man- 
agement of the company until the state 
would be in complete control. Such a 
result is abhorrent unless we favor a 
socialist republic. 

Should Step at Supervision 


“It is right that the state should su- 
pervise the insurance business, but it is 
not right that the state should dictate 
to companies how their business shall 
be conducted when merely questions of 
policy are concerned. A very interest- 
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ing case recently arose, which shows 
how far the state can go in supervision 
in influencing the management of a 
company. Last summer the depart- 
ment learned that the owner of a ma- 
jority of the stock of the Niagara Life 
had been in previous financial troubles, 
but the information received showed 
that these had been settled. The de- 
partment was met by a situation where 
it felt that the owner of a majority of 
the stock of the company should be 
eliminated from any participation in the 
management of the company. The de- 
partment had no power to deprive him 
of his stock, or of the privilege of ex- 
ercising his voting powers at stock- 
holders’ meetings. The department did 
have, however, the duty of protecting 
the policyholders and of taking every 
step which was necessary to see that no 
mismanagement or dishonesty could 
result in loss to them. 
Action Taken by Department 


“The following steps were taken by 
the department: Directions were given 
that the majority stockholder should be 
neither officer, nor director, and, as a 
result, he resigned as director and there- 
after was neither. The company was 
ordered to furnish all minutes of the 
board of directors and of the executive 
committee, and all acts of these bodies 
were carefully checked. Eventually, 
the company was directed to send these 
minutes by night letter, in order that 
the department might have them the 
next day. Investments of the company 
were carefully checked, and the com- 
pany was directed to replace weak in- 
vestments, The company was told that 
its officers could not have access to its 
securities, unless a representative of the 
department were present. Finally, an 
examiner was sent to Buffalo, ostensibly 
to examine the company, but in reality 
to see that no illegal act was commit- 
ted, and the company was directed not 
to make a check for any large amount 
without submitting the same to the ex- 
aminer. The officers signing checks 
were placed under heavy bonds at the 
request of the department. At the time 
these orders were issued, the company 
had a surplus, and no legal grounds 
existed for taking over the company 
under Section 63 of the insurance law. 
Needless to say, the officers of the com- 
pany would have seriously objected to 
such interference by the department, 
were it not for the fact that some of 
them realized that the department had 
just grounds for taking precautions, 
and further all felt that the department 
might take some action, in the event the 
wishes of the department were not car- 
ried out, 

Power of Publicity 


“All insurance men realize the tre- 
mendous power of the department based 
on publicity. If the department should 
attack a company, the company would 
be seriously injured thereby, and for 
more reasons than one, any company, 
weak financially, hesitates to get in an 
altercation with the department. The 
precautions taken by the department 
were necessary and were right, and were 
part of its duty of supervision. As a 
result of the precautions taken by the 
department, none of the securities of 
the company were taken, and the only 
loss sustained was due to the deposit 
of moneys in a bank in Philadelphia, 
which was unable to meet its liabilities. 
In othet words, if the deposits had been 
made in a solvent bank the Niagara 
Life might still be doing business. The 
deposits were made in a weak bank 
which loaned its deposits in Philadel- 
phia to persons who seemed to be finan- 
cially irresponsible, and for that reason 
the bank was unable to respond when 
a demand was made upon it for the 
amount of the deposit. This gave the 
department its opportunity of acting. 
It disallowed the deposit as an asset, 
and took control of the company. It is 
generally recognized, now when fhe 
‘smoke is blowing away,’ that the New 
York insurance department demon- 
strated in this matter the necessity for 
and the results of careful supervision. 
I have set forth at length the facts of 
the Niagara Life case, because it shows 





the limit that a state can go in super- 
vision without actually managing a com- 
pany. 

State Always Less Efficient 


* “T have had occasion to look over 
some of the complaints made to the 
department against companies, and 
while many of them are founded on 
good faith, nevertheless, very many of 
them are simply based on a desire to 
use the insurance department as a col- 
lecting agency. By this, I do not mean 
to criticize anyone who has a just cause 
of complaint against an insurance com- 
pany. I believe that one of the most 
valuable duties of the department is to 
protect the policyholders who feel that 
they are not being justly treated by the 
insurance companies. 

“In this general subject, there are 
certain facts that cannot be truthfully 
denied. No state office can be run as 
efficiently as a private office. Certain 
kinds of business, like the postoffice, are 
so tremendous that only a government 
agency can perform them, but any bus- 
iness that can be performed by private 
agencies can be more economically and 
efficiently performed by them. I be- 
lieve that one of the causes of the down- 
fall of the German empire was govern- 
ment insurance. The ordinary German 
citizen was insured by the government 
against almost every known contin- 
gency; he was insured in the event of 
sickness; in the event of being out of 
work; in the event of old age; in the 
event his daughters did not marry, and 
in the event of death and against many 
other contingencies that I have not enu- 
merated. Part of the expense was born 
by him, and as a result the ordinary 
German citizen had his life savings in- 
vested in the government. This, in my 
opinion, is one of the reasons why no 
German citizen was in a position to ob- 
ject to the autocratic acts of his rulers. 
If he objected, he might be deprived of 
his insurance benefits, which meant that 
the savings of his life time were swept 
away. With this situation in view, one 
can understand the submission of the 
German people to the autocratic acts 
of their rulers. Let us hope that this 
country learns from the experience of 
Germany. 

Opposed Adding New Duties 


“During my term of office as superin- 
tendent, I have constantly resisted the 
tendency to make the insurance depart- 
ment assume new duties. Were there 
any way that I could cut off any of the 
functions of the department without 
impairing its efficiency, I would advo- 
cate doing so. Whenever any problem 
affecting company policies comes before 
me I make it a usual practice to gather 
the companies and to start them on their 
way towards settling their own prob- 
lem. The ordinary problems of the in- 
surance business, apart from supervi- 
sion, should be settled by the business 
itself without any dictation from the 
department and this has been and will 
be my policy as superintendent. 

“The most effective way to keep the 
government out of business is for the 
companies to regulate themselves in 
such a way that government participa- 
tion in their business is unnecessary. 
In nearly every instance when there is 
an expressed desire that the government 
go into the insurance business, it is be- 
cause there is a complaint, sometimes 
well merited, against the companies. 
The first step that insurance companies 
should take is to have agreement among 
themselves. The Life Underwriters 
Association of the state has brought 
about a better understanding between 
life insurance agents. The Association 
of Life Insurance Presidents has done 
a wonderful work in bringing about a 
better understanding between life in- 
surance companies. At the present 
time, there is not the agreement between 
fire companies as to business practices 
that might well be desired. The casu- 
alty companies are deserving of great 
credit for the work recently done by 
them. 

Look Out for Policyholder 


“I can not make this thought too 
strong: If the insurance business 





DOES VALUABLE WORK 


GETS OUT NEW LIFE TABLES 





“United States” Tables, Compiled by 
Prof. J. W. Glover, Are Now Being 
Distributed by the Government 





A valuable contribution to the actuar- 
ial end of life underwriting has been 
made by James W. Glover, professor 
of mathematics and insurance in the uni- 
versity of Michigan, in the form of a 
new actuarial table, “The United States 
Life Tables,” now being distributed by 
the Bureau of the Census at Washing- 
ton. This reference volume on actuarial 
matters, an excellent text book for the 
study of this and allied sciences, is the 
result of eight years’ work on the part 
of Professor Glover as author and com- 
piler. It is put together in such a form 
that not only actuaries and actuarial 
students may utilize it, but those inter- 
ested in studying mortality rates and 
basic questions of life underwriting can 
grasp the subject matter. 

One section in particular is especially 
outlined for the non-technical students, 
Part 1 being a non-technical description 
and explanation of life table function, 
graphs and other parts of the text and 
tables. A questionnaire is covered, so 
that the important questions that arise 
in the study of such work are there an- 
swered. Most of the questionnaire 
covers the United States life table, but 
considerable attention is also given the 
life tables of foreign countries and mor- 
tality tables of various insurance com- 
panies. This part is designed for the 
general reader and requires no expert 
knowledge to understand it. Part 2 is 
devoted to the United States Life Tables 
and Part 3 shows the tables ot foreign 
countries and insurance mortality tables, 
including important American tables. 
Another section is devoted to the graphs 
of life-table function and still another 
to life annuity and other monetary tables. 
The remaining sections are more tech- 
nical, covering the mathematical theory 
of life table construction and the numer- 
ical calculations are described and illus- 
trated. 

It is a great piece of work, the result 
of many years’ study, and Professor 
Glover has received considerable com- 
ment in the scientific press as a result 
of this publication. It is a government 
document and is published by the Bureau 
of Census, but is entirely the work of 
Professor Glover. Copies of the table 
can be obtained from the superintendent 
= documents at Washington, D. C., for 

1.25. 








‘cleans its own house,’ there will be 
nothing upon which agitation can thrive, 
and there will be no excuse for the 
entry of the government into the insur- 
ance business. Sometimes in the past, 
there has been a tendency in the insur- 
ance business to recognize only the 
rights of the company and the producer. 
Previous to the Armstrong investiga- 
tion, and sometimes in the fire and cas- 
ualty fields since that time, it has 
seemed as if the policyholder played a 
small part outside of supplying the 
funds. I believe that there is in the 
insurance business to-day a desire on 
the part of the officers of all of our best 
companies, and on the part of the best 
of the agents and brokers, to look out 
for the interests of the policyholder. If 
those interested in the insurance busi- 
ness look out for the interests of the 
policyholder, and see that he is pro- 
tected against abuses of every descrip- 
tion, there will be few, if any, attempts 
to bring into effect that menace to our 
form of government, namely, the intro- 
duction of government into private bus- 
iness,.” 


H. E. Sorensen, manager of the Aetna 
Life office at Omaha, has just returned 
from three weeks at Hot Springs, Ark., 
necessitated by a nervous breakdown 
and more or less of the prevalent influ- 
enza. 
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OMAHA ENDOWMENT TROUBLE 





Life Agents in Attempt to Help Uni- 
versity Hit Snag in Form 
of W. O. W. 





OMAHA, NEB.. March 20—The plan 
of Creighton University of this city to 
raise its $2,000,000 endowment fund 
through 10-year endowment life policies 
under a contract negotiated with the 
executive committee of the Omaha Life 
Underwriters’ Association has run into 
trouble largely on account of the activi- 
ties of the Woodmen of the World, the 
big fraternal order with home offices in 
Omaha, which was anxious to help the 
university. 

Conditions were such in Omaha that 
the plan of raising the fund through 
endowment life insurance had a strong 
appeal in that it was felt that it would 
be easier to raise the fund in this way. 

The Omaha association conceived the 
idea and entered into a contract with the 
university. It was provided that no 
subscriptions would be accepted by 
Creighton except through and under 
rules of a committee, which consisted of 
the Omaha Life Underwriters’ Associa- 
tion executive committee. 

As it is not customary for the Wood- 
men of the World to write endowment 
policies, it was asserted that this com- 
pany was not eligible to participate. 


Fraser Gets Busy 


W. A. Fraser, the sovereign com- 
mander of the Woodmen, consulted with 
his bankers, in whose banks daily bal- 
ances of the order run well over $1,500,- 
000. Some of these men were on the 
board of regents of Creighton. Mr. 
Fraser offered to write a policy which, 
in accordance with law, must be payable 
to the beneficiaries prescribed by law 
on the death of the insured, but the 
proceeds if matured as provided in ten 
years were to be assignable to Creighton. 
He further promised to give Creighton 
University $8.10 for each $1,000 written 
and 10 percent of all premiums paid for 
nine years. His offer was accepted by 
the unanimous vote of the board and 
full page ads were run at once in the 
daily papers citing the offer and solicit 
ing insurance. financial statement 
was included in the ad. 

Supplies had been provided for 150 
full-time life men but 380 or more ap- 
plied, including 75 industrial agents. 
The life insurance plan did not always 
appeal. Many prospects did not fee! 
able to subscribe $50 a year and some 
wanted to make a cash contribution and 
end it. Others were unable to pass 4 
medical examination, some did not want 
to chance encumbering their estates. 
Business firms were unwilling to pledge 
for future years. Many would deal only 
with the agents they did business with 
before, and often these were part-time 
agents. Banks and bankers showed 4 
disposition to have their donations ™ 
cash direct to Creighton. Many wanted 
to favor the W. O. W. : 

The second day of the campaig® 
showed $150,000 secured by Creighton’ 
force and $42,000 by life men. Since 
then no reports have been given out and 
cards were called in with the announce- 
ment that they would be sorted and as- 
signed again. An industrial agent had 
drawn a millionaire’s card and didnt 
get results. Another industrial man ha¢ 
drawn a large business firm’s card. He 
was a foreigner who worked in a for- 
eign district and was unable to handle 
the large prospect. ws 

It is not regarded as beneficial to the 
association, the Woodmen of the W orld. 
or to Creighton that a feeling should be 
aroused which would inspire Mr. Frase: 
of the fraternal order to say he wou 
“spend $100,000 to show those easter? 
companies that they could not sandbss 
the biggest insurance organization = 
state of Nebraska.” Temporarily; ' 
drive is dead. 
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| CHAPTER FOUR, CONCLUDING “THE PROCRASTINATOR* — LOST out! 























North Central Texas 


E. F. PHILLIPS, Manager 
707 Mercantile Bank & Tr. Bldg. 
Dallas, Texas 


Central and South Texas 


H. C. COOK, Manager 
Waxahachie, Texas 








1923 


Some excellent territory now open for experi- 
enced life men. 


If your plans for this year are not set—write us. 

For territory in Texas, write our manager for 
your district. 

For territory in other states, write our home 


Office. 


S<ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 


East Texas 


E. P. LITTLEJOHN, Manager 
Lufkin, Texas 


Ft. Worth District 


T. J. MURPHY, Manager 
403 Reynolds Bldg. 
Ft. Worth, Texas 
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BALANCE SHEET OF 


CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


Dec. 31, 1922 


ASSETS 


Real Estate Home Office Building under construction...... $ 318,459.77 


First Mortgage Loans Secured by real estate appraised 





Ee i ees eR ey ds tinh 3,420,614.17 
Policyholders’ Obligations Loans and lien notes to ac- 

commodate individual policyholders, secured by cash 

te Oe I NO oo nn dicckaakeecestesrdeuencteente 1,062,492.20 
Cash on Hand andin Banks Over 90% drawing interest.. 551,609.27 
Bonds Municipal and Public Utility.................esee0: 116,017.72 
Interest Due and Accrued Mortgage loans ............-. 108,519.59 
Premiums in Course of Collection Covered by policy re- 

SUPWED “ccescccs Limichaeebedheksusteosshovtadeteetiaavave 336,867.81 
Reinsurance Due and Other Assets .............. icbiiws 23,099.52 

Ee earner Jetekaieeitebimael $5,937,680.05 
Net Reserve Set aside to meet insurance obligations as 

they may fall due by death or maturity of 17,539 policies 

i Ot SE. on.csn tienes ouneedsaenasbeebensbaet $4,433,120.84 
Claims Reported Cash set aside to pay claims which have 

been reported but of which proofs have not been received. 19,338.00 
Policyholders’ Deposits Funds left to accumulate at in- 

terest amd the tmterest thereee......cccccscccccccccceccvces 543,138.36 
Premiums and Interest Paid in Advance and Accounts 

Accrued..... i FR, Sere ce poveaese étesaduanninenskh 45,581.49 
Taxes for 1923 Reserve to cover taxes payable during cur- 

DE aacavcceseedeneens$0needesenceecue ixedaachaen 65,559.82 
Other Liabilities .......... PE RTS 63,995.43 
I aca sland se ataehssdenl $500,000.00 
Unassigned Funds Surplus .................... 266,946.11 
Policyholders’ Surplus Ali of which forms a fund for 

additional protection of policyholders................00005 766,946.11 

Total........ ncibhibbiiiie rh eiebsnelbeeseinadaal $5,937,680.05 


Its Steady Growth 


Under Conservative Management 


Amount of 
Assets 


$ 806,584 
1,222,413 
2,069,735 
2,924,006 
4,290,000 
5,900,000 


December 
31st 


1912 
1914 
1916 
1918 
1920 


1922 
OFFICERS 


Insurance in 
Force 


$ 8,147,500 
13,059,379 
22,838,574 
25,603,497 
38,782,271 


48,220,161 


Marshall Diggs .....ccesccccccccceccccccccces President 
J. BR. Kruse. scsccccccecs Vice-Pres. and General Manager 
Da. 3. WeRee cccccccccccccccecssndcasceses Vice-President 
Robert T. McKisick...... Vice-Pres. and General Counsel 
De. S. BH. Simmons... cccccccccccccsccss Medical Director 
Harold H. Buckman...........++. Actuary and Treasurer 
We Wh, Dita cccccvcccdeccccscstéecncesbbccees Secretary 
BE. HH, Brypee@s ce ccc cvcdcccscsceccsses Assistant Secretary 
Philip Johnson. ..,....seeeeseeeeeeeeeeeeres Loan Officer 


PM RENSE,. £. a cvcccsecesecocsoesesenteesnae 




















STODDARD ON GROWTH OF BUSINESS 


New York Commissioner Gives Figures Showing Development of 
Life Insurance 


| 
} 








HE ceport of Francis R. Stoddard, 

Jr., New York superintendent. to the 

legislature calls atention to the 
development of life insurance during the 
past 16 years. This part of his report 
reads as follows: 

“Complete official figures of the 
financial operations of life insurance 
companies during 1922 are not, as yet, 
available. However, information now 
at hand indicates that the business writ- 
ten by authorized companies, including 
industrial business, during 1922 was 
over 1014 percent greater than the 
amount written during 1921 and only 
about 2% percent less than the amount 
written during 1920, which is considered 
a phenomenal year in the history of life 
insurance in this country. 

“There are also indications that the 
amount of insurance written during the 
last two months of 1922 showed a 
marked increase, which evidences a 
rapid recovery in business and a more 
optimistic public atitude. 

“The magnitude of the business of the 
life insurance companies is appreciated 
by comparatively few people. The fol- 
lowing table will give some idea of the 
great importance of the business of life 
insurance, and will indicate its rapid 
growth since the Armstrong investiga- 
tion: 
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1906 $2,851,910,924 $2,173,135,255 $12,955,183,601 
1911 3,942,144,356 2,723,293,369 16,017,233,803 
1916 5,144,624,477 3,757,103,221 21,224,383,158 
1917 5,467,600,437 4,146,493,776 23,219,477,170 
1918  65,915,687,963 4,624,237,209 25,382,119,708 
1919 6,096,785,789 5,473,026,588 29,712,083,60% 
1920 6,550,253,577 6,537,022,242 34,801,671,918 
1921 7,025,018,706 7,231,393,332 37,713,977,807 
1922 *7,594,712,249 *8,154,655,800 *41,215,804,522 


*Figures for Niagara Life as of Dec. 31, 
1922, not being available, the figures for this 
company as of Dec. 31, 1921, are used in this 
tabulation. 

“The above table includes total ordi- 
nary and industrial business of life in- 
surance companies authorized to trans- 
act business in this state. It does not 
include the business of fraternal societies 
and assessment life associations whose 
combined total of insurance in force 
Dec. 31, 1921, was in excess of $6,750,- 
000,000. 


Total in Force $41,200,000,000 


“The total ordinary and industrial 
business in force on Dec. 31, 1922, in 
authorized legal reserve life insurance 
companies was in excess of $41,200,000,- 
900. Including the business of fraternal 





societies and assessment life associa- 
tions, the amount of business in force 
Dec. 31, 1922, was probably in excess oi 
$48,500,000,000. 

“It will be noted from the table shown 
above that the net increase in the in- 
surance in force during the three years 
1920, 1921 and 1922 was over $11,500,- 
000,000, which is over $1,200,000,000 
greater than the net increase in insur- 
ance in force during the eleven-year 
period, 1907 to 1917, inclusive, which 
was about $10,264,000,000. 

“It will also be noted that the insur- 
ance in force Dec. 31, 1922, was over 
three times the amount in force on Dec. 
31, 1906. The amount of the total ad- 
mitted assets on Dec. 31, 1922, was 
nearly two and two-thirds times the 
amount of the admitted assets on Dec. 
31, 1906. 

Over 60,000,000 Policies 


“The number of ordinary policies in 
force in authorized legal reserve life in- 
surance companies Dec. 31, 1922, was 
about 14,870,750. The number of in- 
dustrial policies in force on the same 
date was 46,679,902. The number of 
ordinary policies in force in New York 
state on the above date was about 2,724,- 
856, and the number of industrial pol- 
icies in force in New York state was 
9,731,909. 

“The above figures will give some in- 
dication of the vast proportions to which 
the life insurance business has attained 
in this country, and also of the impor- 
tance of life insurance as a potent factor 
in the economic life of the country. 

“The volume of the new life insur- 
ance written during each of the last four 
years has reached proportions hitherto 
not dreamed of. This undoubtedly 
marks the beginning of a new era in the 
history of life insurance in this coun- 
try, and is a good omen for the future. 


Policyholders in Foreign Countries 


“During the past two years this de- 
partment has approved a number of 
agreements providing for the transfer 
and reinsurance of the business of cer- 
tain domestic life insurance companies in 
foreign countries. Most of the life in- 
surance companies in this country ceased 
writing new business in Europe a num- 
ber of years ago. Conditions which 
have been brought about largely by the 
world war have made it desirable for 
the companies to transfer and reinsure 
their foreign business. Agreements 
have been made which will protect do- 
mestic companies and at the same time 
adequately safeguard the rights of the 
policyholders in foreign countries. The 
business has been transferred and re- 
insured in the best available companies 
in the foreign countries.” 








HAS BUSINESS-GETTING RULES 





Philadelphia Life Agents Given Seven 
Suggestions for Facilitating the 
Writing of Policies 





PHILADELPHIA, PA., March 20.— 
Seven rules for getting prompt action 
on the application blank were given last 
week by A. M. Hopkins, manager of 
agencies, Philadelphia Life, at a meet- 
ing of the local Plico Club. They are: 
* 1. Print name of applicant in the 
blank. 

2. Answer every question carefully 
and correctly. . 

3. Make the appointment for the ex- 
aminer in an impressive manner so as to 
cause your applicant to feel that he is 
compelled to fill the appointment. 

4. In your conversation with the ap- 
plicant find out everything possible 
about him and his family and friends. 
You may thus discover new prospects. 
Also, you might discover defects which 











may make the examination unnecessary. 





Then tell the company all you know or 
have found out that may guide in the 
final decision as to issuing the policy. 
This all saves time. 

5. Keep up with your cases. After 
writing the application you have only 
started. It is up to you to see that the 
applicant is examined. 

6. The delivery—here’s where you 
must shine. Be 100 percent keen and 
alert and a bit friendly. You can easily 
kill your case right here if you are not 
careful. ; ; 

7. Keeping him sold. This is ‘so ¢asy 
that it seems ridiculous for me to t¢ 
you anything about it. All you've got 
to do is to cultivate him a little now 
and then. Drop him a postcard or a 
little piece of literature if you cant cal 
to see him. 





Equitable of Iowa Gains 


The Equitable of Iowa reports the net 
production for the first two months © 
1923 shows a gain over the correspon® 
ing period of last year of $1,2° ,237 0 
insurance. 
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ORM LINCOLN LIF 





NOTHER ILLINOIS COMPANY 





ood Progress Is Being Made With 
Organization Work for New 
Life Insurer in Chicago 





SPRINGFIELD, Ill, March 20—For- 
nation of the new Lincoln Life Insur- 
nce Company, which has been progress- 
ng conservatively for several months, 
as reached the stage where promoters 
pnnounce that nearly all the stock, 
valued at $50 a share, is subscribed. The 
declaration of incorporation and the 
roposed charter have been approved by 
he secretary of state and the newly or- 
ganized company, which will be located 
:, Chicago, will be capitalized for $200,- 
0. Several Springfield and Central 
Illinois men are prominent in its or- 
ganization, among them being Charles 
V. Vail, clerk of the supreme court; 
john M. Picco, Italian consul; Dr. John 
; Meyer and B. M. Davidson, director 
of the state department of agriculture. 


Central States’ Bank Plan 


The Central States Life of St. Louis 
has put out an insurance and bank sav- 
ngs policy that is proving very popular 
in sections where it has been tried out. 
he Chippewa Bank, one of the strong- 
st financial institutions in South St. 
Louis, was among the first banks to try 
the new policy as a means of stimulat- 
ing bank savings accounts. Boys and 
men from 10 to 55 years and girls and 
women from 16 to 55 years are eligible 
for the policies, which are issued on a 
on-par basis. Under the plan a savings 
depositor starts out to accumulate $1,- 
00 in savings in 10 years, and is pro- 
tected by $2,000 of life insurance. At 
the end of 10 years he is paid the $1,000 
cash and is privileged to carry his $2,000 
msurance beyond that time by paying 
the Central States Life the usual pre- 
mums. Any multiple of $1,000 in sav- 
mngs may be contracted for. 


Missouri State Promotions 


Stavert Hudson has been promoted to 
Supervisor of agencies of the Missouri 
tate Life to fill vacancy caused by W. 
l.. Randall’s appointment as assistant to 
ice-President Lawrence. Mr. Hudson 
$s a Dartmouth college man and from 
1917 to 1919 was in the aviation corps, 
loing his bit for Uncle Sam. Follow- 
ing his discharge from the army he 
joined the sales promotion division of 
he Goodyear Tire & Rubber Company. 
tom August, 1920, to September, 1921, 
e was with S. W. Straus Company. 
leveland, O., as office manager of the 
nvestment service. In September, 1921, 
re joined the Pittsburgh branch of the 
Missouri State Life and was made as- 
‘stant to Branch Manager Horace H. 
ell. The Pittsburgh organization ten- 
lered Mr. Hudson a banquet in honor 
this promotion. 


Rockford Life’s Statement 


In its new annual statement the Rock- 
ord Life shows total admitted assets 
D $1,100,662, legal reserve $783,906, in- 
_ during 1922 of $354,136, and in- 
~?: in force, paid-for basis, $11,171,- 
*0. The Rockford Life made a good 
‘cord during 1922. Francis L. Brown. 
€ secretary and general manager, is 
charge of the agency force. The com- 
any made substantial increases in al! 
“partments last year, and expects to 
ake an even better showing during 
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What Is a “Good Investment?” 


, District Attorney Job B. Banton of 
ae City has estimated that $750,- 
- vee os been taken in New York 
he = rr. stock games since the war. 
Se LES romwell of the New York 
ck Exchange estimates the fraudulen* 


tock . oN 
ock loss in New York at $100,000,000 


























Getting in tune.is the most vital principle of 
successful wireless operation. 


Our agents are the force that creates new 
power for the Home Office workers who operate 
our service broadcasting station. Keeping the 
agents tuned-in with our service station is con- 
sidered by The Lincoln National Life Insurance 
Company to be of vital importance. 


This harmony of purpose is promoted by 
backing up the selling force in every possible way 
from the Home Office. The complete under- 
standing maintained makes for that frictionless 
efficiency which delivers Lincoln Life policies in 
record breaking time and instills the confidence 
which delivers policies on practically all applica- 
tions written. 


You tune in with a band of dynamic co- 
operators when you 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 
Now More Than $240,000,000 in force 











Nnually. 
















March 22, 19 





























CHANGE IN OFFICERS 


IOWA LIBERTY LIFE SHAKEUP 





Former Governor Harding Retires as 
President and C. J. LeValley as 
Treasurer of Company 





DES MOINES, IA., March 20—The 
Liberty Life of this city has just passed 
through a reorganization in connection 
with which former Governor W. L. 
Harding retires as president and C. J. 
LeValley of Sheffield retires as treas- 
urer. The former governor states that 
he has disposed of his interests in the 
company so that he can pursue more in- 
dustriously his plans for lecturing and 
for the practice of law. 

The shakeup is reported to be, in a 
measure, an outgrowth of the failure of 
the private hank at Sheffield which Le- 
Valley managed. 

The Liberty Life in its old days was a 
fraternal known as the Mystic Toilers. 
When former Commissioner J. F. Taake 
retired from the department, the concern 
was reorganized into the Liberty Life. 
Mr. Taake died shortly thereafter and 
Guy D. Thomas was elected secretary in 
his place. Successors to Messrs. Hard- 
ing and LeValley will be named shortly 
by the board of directors. 


8 THE NATIONAL UNDERWRITER 
Openings at 

Columb 

Columbus $150.00 

a Our App-A-Week Club is a live issue 

a with our Agents. Periodically App-A- 

—— Week Contests are held, during which 

South Bend olga offered, —— from 
ncinnati | $150.00 to $10.00 each. Every man 

—— athe 41 who qualifies gets the same prize. 

—~ ad We will gladly tell you about our 

Chicago Club. It is a real one. 

ss . 

Richmond Address in confidence 

Springheld O. J. LACY, 2d Vice-President, in charge of Agencies 

Denver The Minnesota Mutual Life 

5 = Insurance Company 

Davenport St. Paul 





























New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance We now announce 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five years, the monthl t will 
thereafter be increased 50%. Adcom 

When total and permanent disability has lasted ten years, the original monthl - 
ment will be increased 100%. ~~ 

Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and a full annual 
increase in su value, 

As age increases, and the family income dwindles through diminish’ resources, the 
disability income increases to meet the increased need of _ + ” 


For terms to producing Agents address 
The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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MINNESOTA 


Do you want to locate in the Northwest? Wecan offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 


SAINT PAUL 


Write Us 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 











4. GO. LAUGMAN, President 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary 














Standard Life Leaders 


Former Commonwealth men carried 
off all the gold .prizes offered by the 
Standard Life of St. Louis for the great- 
est individual production between Feb. 
1, 1922, and Feb. 1, 1923. L. L. Turley 
of Omaha landed first prize, $300 in 
gold, by writing $520,750; R. J. Lee of 
Amaha won second place, $250, with 
$294,250; H. B. Esdohr, Omaha, third 
prize, $200, with $269,000; G. H. Dale, 
Oklahoma City, fourth piace, $150, with 
$255,750, and Milton Goidsmith, Omaha, 
fifth prize, $100, with $214,500. 

Roy Staton of Oklahoma City led the 
Standard Life agents for February by 
writing $75,000. J. B. Corrigan of the 
same agency was well up with $37,500. 


Prove Advertising Pays 


That advertising pays has been forci- 
bly demonstrated by some of the figures 
which have recently been issued by the 
Phoenix Mutual Life Insurance Com- 
pany. This company conducts a direct- 
by-mail advertising service for its field 
men, and figures were recently compiled 
which show the amount of premiums 
which have resulted in the cases of 
various individuals from this advertising 
service. Below is a list of representative 
records for the past year: 


Amt. of paid 
prems. from 
advertising 

Agents service 

iP ‘satin cbr dbdenseneeeneieel »75 

DD sb6eeeneisdeteneeunneieennss 6,213 

— Re ere rT 5,193 

OP: skddaneccscdaveneavessnunens »235 

St  s46eeasb00400606060000R0 40008 4,221 

PP cikkeberetsekesdesenenaheane 3,878 

— ere 3,675 

Oe 9skee0a0e chbcneandsaeeeseses 3,447 

DT  £gQagbianededdsehe¢aeseudedeanns 3,341 

DS ~26Gneewannceneneevesoupeasn 3,306 


Entering Ohio and Indiana 


The Bankers Reserve Life of Omaha 
reports the new business so far this 
year considerably in excess of that re- 
ceived in the same period last year. The 
company is establishing new agencies in 
Ohio and Indiana. 


Kansas City Life’s Mississippi Meeting 
Speeches by J. B. Reynolds, presi- 
dent, and Dr. H. A. Baker, medical di- 
rector, in which the activities of the 
company in the past were reviewed, and 
suggestions asked for the future, fea- 
tured a meeting of agents and medical 
officers of the Kansas City Life at Jack- 
son, Miss. A banquet was also tendered 


CLARIFIES NEW RUL 


TELLS SUB-STANDARD POLICY 





Standard Life of St. Louis Outlines ty 
Agents Its Position in Regard 
to Such Business 
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The Standard Life of St. Louis has 
issued a further statement on its new 
policy toward sub-standard business in 
order to clarify the new rules for the 
benefit of the man in the field. 

It is stated that it is not the intentio 
of the company to throw the doors wide 
open and invite its agents to go afte 
business that is known to be sub-stand- 
ard. Neither is it intended to accept 
sub-standard business from agents of 
other companies, whether tendered di- 
rect or through any of the Standard 
Life agents. The declaration of the 
company continues: 

“The Standard Life will guarantee its 
agency force 100 percent service on all 
business written under the established 
rules which may, after writing and upon 
examination, be found to be sub-stand- 
ard. In such event, as a matter of sery- 
ice to our agency, we are willing to hold 
to the rule that all such business will 
be handled by the company—if it is at 
all insurable. 

“This means a substantial saving to 
agents, through the avoidance of many 
rejections that would have occurred un- 
der the old rules. Agents are not re- 
quired to establish relations with any 
other company, or any other company’s 
agency office, to be assured that the per- 
centage of applications heretofore de- 
clined shall be written. We propose giv- 
ing our men in the field 100 percent 
service. Service means that we guaran- 
tee to our agents that’ if their applica- 
tions—all of them—are insurable on any 
basis, they will be insured by the 
Standard.” 

BUILDING 


MIDWEST PLANS 





Lincoln, Neb., Life Insurance Company 
Finds It Has Outgrown Its Present 
Home Office Quarters 





The Midwest Life of Lincoln, Neb. 
is making plans for a home of its own. 
President N. Z. Snell is canvassing the 
local situation to ascertain whether tt 
will be the better plan to buy lots o 
the edge of the business property and 
erect a building which will be largely 
used by the company itself, a plan that 
has found favor in recent years witha 
number of companies in various parts 
of the country, or whether to buy ™ 
the business section and put up a 
eight or ten-story building for invest 
ment purposes with accommodations 
therein for the company. ; 

Mr. Snell says that the entire floor 
of the First National Bank building, 
now used by the company, has grow! 
too small and that a permanent home 
must be sought. The company was oF 
ganized in 1906, and has had a steady 
growth under Mr. Snell’s managemest 
The company has total assets at preset! 
of over $2,250,000 and has insurance ol 
over $18,000,000 in force. 





Nebraska Bill Advances 


After a brisk fight the Nebraska stat 
senate has advanced to third reading 
S. F. 242, which throws added omy? 
tion around insurance companies in 
matter of incontestability of life policies 
The Nebraska law, like a great mall 
others, says that a policy becomes ee 
contestable two years after it has bec 
issued. The courts, in construing,” 
have held that if an action on 4 ¥~ 
is not begun until two years after it - 
been issued, it is incontestable, 
though it develops that the cone 
has a good defense. The bill was int A 
duced at the request of the insuraf 





those present. 





department. 
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Wnterviews Prolonged 


So That the Prospect 
Could Enjoy the Brogue 


LEXANDER STUART, agency 
manager at Paducah, Ky., for the 
Bankers Life of Des Moines, is a 

ative of Scotland and speaks with a 


jecidedly Scottish accent. He tells the 
following good story at his own ex- 
pense: While representing the Bankers 


t Wilmington, Del., he called one eve- 


ning On a prospect and spent two hours 
jn an earnest endeavor to get the man’s 
name on the dotted line. He finally had 
to leave without the signature. He could 
not understand why he had not been 
able to close. He had been royally 
treated, refreshments had been served 
and he had been taken right into the 
bosom of the family. He puzzled the 
thing over for several days and finally 
called up and asked for another inter- 
view, which was most graciously ac- 
corded. So he went: out again and 
went through the same process but again 


left without the application. Mr. Syfrit 
comes of a race which does not easily 
abandon a purpose, so he tried the third 
time and closed the case. As a result of 
the three interviews Mr. Syfrit and his 
prospect had become very friendly and 
Mr. Syfrit had the courage to ask why 
it took three interviews. The prospect 
said: “Well, Mr. Syfrit, you had me 
sold the first time, but I just liked to 
hear you talk.” 


United Fidelity Progress 

At the annual meeting of the United 
Fidelity Life of Dallas, Tex., W. H. 
Painter, who has been assistant secre- 
tary, was also elected treasurer. The 
new business last year amounted to 
$6,284,756. The business in force is 
$10,161,168. The assets are $805,949. 
On March 12, the business in force 
amounted to $11,239,457. D. Easley 
Waggoner, vice-president and general 
manager, is receiving congratulations on 
the progress of the company. 


Name Now Home Life 


At a recent stockholders’ meeting the 
Home Life & Accident of Little Rock, 
Ark., confirmed the sale of its health 
and accident business and changed its 
corporate name to the Home Life Insur- 
ance Company. 


Cosmopolitan Is Incorporated 


The Cosmopolitan Life of Memphis, 
enn., has made application for charter 
with capital stock of $250,000. 


Fraternal Bill in Illinois 


One of the insurance department 

bills presented last week in the IIlinois 
legislature is what is known as the New 
York conference bill. It provides that 
certificates issued by fraternals must 
have an actuarial valuation and a report 
of such valuation must be filed with the 
state insurance department. The frater- 
nals, under this measure, must be on an 
adequate rate basis, and their report to 
the department must set forth that the 
society is going to collect enough to 
Provide for meeting ‘the mortuary obli- 
gations contracted for. 


Central Life to New Building 


ata B. Peak, president of the Cen- 
bs; ife of Des Moines, announces that 
is Company will remove into the new 
oe Exchange building about May 
—— Peak is owner of this new struc- 
ure, which is one of the finest in Iowa. 


he Central Life will 
top floors, reader 





Becomes Assistant Treasurer 


_ Homer J. Diefendorf has been ap- 
Pointed assistant treasurer of the Mu- 
on Benefit Life. Mr. Diefendorf has 
i _— the company since 1895, hav- 
'g been a-member of its finance de- 
Partment since that time. 


The 





Farmers National Li 
has been admitted to Gichtens” eee 














A Solution of the Problem 


Don’t you feel at times that the Home Office should 
be of help to you in developing your prospects? 


We believe we should and are using a plan that in- 
creases the individual production of our agents, eliminates 
lost motion in soliciting, and places their work in every 
way on a higher and better plane. 


On January 15th, Mr. W. J. Scheider, signed a con- 
tract to represent the Pan-American in Southern Georgia. 
He selected Valdosta as headquarters and started to work. 


In less than 30 days Mr. Scheider had written 9 appli- 
cations for $60,000 in new business on the lives of pros- 
pects furnished to him by our Sales Planning Department. 


Mr. Scheider says in a letter: 


“Out of my first 50 replies I have already closed 9 
applications for 60,000, and have 25 more live pros- 
pects to interview. I fully expect to write 100,000 
in new business from my first 50 prospects. I hope 
that all our agents will take to the plan as it will be 
the means of their doubling their usual production.”’ 


This is evidence of the constructive cooperation we are 
giving to our Field Organization, more especially to the 
new General Agencies we are establishing. We havea 
few openings in the Middle West and in our Southern 
Territory for men who are competent to build up Gen- 
eral Agencies with our help. 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U.S. A. 


E. G. SIMMONS, Vice-President and General Manager 
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Dr. Lorenz’ Poetical Expression 


Dr. Lorenz, the famous Austrian 
surgeon, who has visited this country 
from time to time, illustrated life in- 
surance in a most beautiful way, per- 
haps unconsciously, when he referred 
to the 35 years of his medical practice, 
stating that he had saved $25,000 which 
had now dwindled in value to $1.50. He 
said this had forced him to go to the 
United States to try to “keep my chimney 
smoking during my old age.” 

Dr. Lorenz is one of the most gifted 
surgeons and has performed many deli- 
cate operations in this country, the 
patient bringing him the greatest fame 
being Lolita Armour of Chicago, who 
was restored to health because of his 
splendid work. 

This expression of keeping the chim- 
ney smoking during old age is a poetical 
one that can well be adapted to life 
insurance work. THomMas A. BUCKNER, 
vice-president of the New York Lure, 
was so struck with Dr. Lorenz’ wonder- 


ful sentiment that he made this com- 
ment on it, which should appeal to 
every life insurance man. 

“His expression beautifully pictures 
what life insurance does, or may do, 
for those who take this sensible and 
systematic way of laying aside, little by 
little, as the years go by, a fund that 
grows and accumulates like a snow ball 
rolling down hill, finally becoming at 
the end of the period a veritable com- 
forter and sustainer that will accom- 
plish for those who take it just what the 
famous doctor hopes at this late day to 
do—keep the chimney smoking during 
his old age. The doctor is an artist in 
expression. No finer picturization of 
what insurance means could be put in 
words. It ‘keeps the chimney smoking’ 
as one goes down the western slope, 
providing bodily and mental comfort, 
relief and sustenance in one’s declining 
years. We thank Dr. Lorenz for his 
apt expression.” 


Safety First—A Good Motto 


Tue fact that the CLEVELAND Discount 
Company, Cleveland, O., one of the big 
concerns there, which owns one of the 
largest office buildings in the city, has 
gone into the hands of the receiver, 
should impel life men to call attention 
of their prospects and clients to the 
danger of investing in securities of vari- 
ous kinds without a careful scrutiny. 
Here was a concern that on the surface 
was marketing high grade stuff. 

So far as all the outside show was 
concerned the CLEVELAND Discount Com- 
PANY left nothing undone, It advertised 
extensively the security of the bonds 
backed by mortgages. It referred in 
glowing terms to the banks that acted 
as trustees. The people have gotten the 
idea that real estate bonds are all safe 
and that when a prominent bank is 
mentioned as trustee, it is a guarantee 


Should Frown 


A LIFE insurance official said the other 
day that one of his greatest problems was 
to watch schemes that were being foisted 
on the company to circumvent or reduce 
the payment of income taxes through 
various life insurance projects. Agents, 
he said, these days are studying methods 
to suggest to prospects whereby life in- 
surance can be used to have an effect 
on income taxes. He thinks that this is 
an especially dangerous procedure. Some 
agents will try to devise the use of the 


that the securities are trustworthy. 
Thousands of investors will lose through 
the collapse of this institution. It is not 
the only one that has overloaned on 
mortgages and is issuing bonds that are 
not substantial. These high finance, 
high pressure, whirlwind corporations, 
that are making a loud noise and many 
promises, need to be watched. 

Life insurance after all is the one sure 
proposition where losses are reduced to 
the minimum. Hundreds of people pay 
out money in investments that are un- 
sound, The losses through bad invest- 
ments are enormous. Perhaps the dol- 
lar paid into insurance will not bring as 
big returns as an investor expects from 
securities offered by such a concern as 
‘the CLEVELAND Discount Company, but 
speculation and the chance of loss are 
almost eliminated from life insurance. 


Upon Practice 


deferred annuity, single payment pre- 
mium or some form or trust agreement 
to meet this issue. This official said that 
a practice of this kind was hazardous 
and would act as a boomerang. 

Where life insurance’ can be legitimately 
employed to meet personal or business 
needs, agents should employ it to their 
best advantage. Where it is used to 
delude the authorities or thwart the law, 
such practices should be condemned by 
companies and agents. 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 











C. C. Blevins, superintendent of agents 
for the Bankers Life of Des Moines, is 
the author of a new booklet entitled 
“Told in Confidence,” which has just 
been published by the Bankers Life. It 
is being distributed for the use of 
agency managers in demonstrating to 
new salesmen the high ideals and big 
opportunities of the business of life in- 
surance salesmanship. 


W. J. Arnette, Chicago manager of 
the Fidelity Mutual Life, is able to be 
at his desk for a few hours each day fol- 
lowing a month’s illness. Mr. Arnette 
suffered a severe attack of influenza. 
He is gradually recovering, and in an- 
other two weeks hopes to be able to re- 
sume his old routine. 


Jay Ream has boon appointed assist- 
ant superintendent of agencies at the 
home office of the Mutual Benefit. Mr. 
Ream went to the home office of the 
company last year after spending some 
time in the Detroit agency. Following 
qeetueticn from the University of lowa, 

r. Ream taught school for a time in 
Kansas, following which he served in 
the army during the war, principally 
in personal work. He later went to 
Pittsburgh, where he was associated with 
the Bureau of Personnel Research at 
Carnegie Institute and the School of 
Life Insurance Salesmanship. 


Agency Manager L. W. Syfrit for the 
Bankers Life of Des Moines at Wil- 
mington, Del., is a captain of ships as 
well as a captain of men. He is the 
proud owner of the “Red Wing,” a sea- 
going yacht 36 feet long, 10 feet beam, 
equipped with sleeping quarters for six, 
a complete galley and all other neces- 
sary arrangements for comfortable water 
travel. Mr. Syfrit is a regular “water 
witch” and devotes his leisure hours to 
cruising along the shores of the Dela- 
ware and Chesapeake bays. 


President Walton L. Crocker of the 
John Hancock Mutual Life will speak at 
the meeting of the Pennsylvania Insur- 
ance Federation to be held at Reading, 
May 9-10. 


Harry T. Tinney, manager of the 
Rochester, N. Y., branch of the Metro- 
politan Life, was re-elected village 
president at Fairport, N. Y., on an in- 
dependent ticket over his Democratic 
and Republican opponents. 


Dr. Carleton B. McCulloch, medical 
director of the State Life of Indiana, has 
been appointed by the American Legion 
to go to Europe and extend the invita- 
tion of the Legion to representatives of 
the former allies of the United States to 
attend the national convention of the 
Legion to be held in San Francisco, Oct. 
15-20. Dr. McCulloch was one of the 
delegation of more than 250 Legion offi- 
cers and members who toured the 
French battlefields in 1921 and, on Aug. 
15, he spoke at Blois when a statue of 
Joan of Arc was unveiled. On Aug. 21 
he spoke at Strassburg at a celebration 
commemorating the liberation of Alsace- 
Lorraine. 


A. O. Eliason, Minnesota state man- 
ager for the Minnesota Mutual Life, 
recently gave a theatre party on the 
occasion of President E. W. Randall’s 
64th birthday, to the members of the 
Twin City branch. A printed program 
was put out giving comment on the 
show and including interesting facts 
about the Minnesota Mutual. It also 
contains the company’s annual state- 
ment and advertisement soliciting the 
business of the readers and giving the 
names of the Twin City solicitors. 

On April 1, the “Insurance Leader” 
of St. Louis will be consolidated with 
the “Western Insurance Review” of that 
citv. The “Western Insurance Review” 
will be published semi-monthly there- 
after instead of monthly as heretofore. 











The “Insurance Leader” was in charg 
of the late Garrett Brown and th 
“Western Insurance Review” is con 
ducted by his son, Tarleton Brows 
Tarleton Brown will be the head of th 
consolidated paper, He has been in th 
insurance journal business for mor 
than 25 years. The “Insurance Leader 
was established in 1901 and was edite( 
by Garrett Brown from 1907 until hi 
death last August. 
Leland Leroy Fitz, formerly connected 
with the Liberty Mutual, and a graduat 
of Harvard, has been appointed assistan 
actuary of the insurance department o 
Massachusetts, effective today. He suc 
ceeds William M. Corcoran, who re 
signed recently to go to the Connecticut 
department. 



















At a directors meeting on Mar. 16 of 
the Connecticut Mutual Life, 
L. Fisher was chosen assistant treasurer 
of the company. Mr. Fisher has for 
the last year and a half been with the 
trust department of the Hartford Con- 
necticut Trust Company, where he has 
performed valuable service in connec- 
tion with investment matters. His work 
has been largely along lines involving 
investigation of securities. Prior to 
going to Hartford he taught for a 
year at the Thacher School in Califor. 
nia, following graduation from Yale in 
1920. During the war he was in the 
aviation service. 


Major R. S. Day, of Chicago, was the 
biggest producer for the Fidelity Mutual 
Life during the month of February, 
followed by R. W. Thomson of Cali 
fornia and “Clayt” Hunsicker, ex 
president of the Philadelphia Associa 
tion of Life Underwriters. Mr. Day 
was the company’s second largest pro- 
ducer for the year 1922 


J. H. Thach was elected vice-president 
of the Home Life of Arkansas at the 
meeting of directors March 15. Mr 
Thach was elected to the board of di- 
rectors Feb. 28 at the stockholders’ 
meeting. The company put on a pro 
duction month in honor of Mr. Thach in 
February, during which over $750,000 oi 
ordinary business was written by its 
agents. 

Senator George Wharton Pepper of 
Pennsylvania, general counsel for the 


Penn Mutual Life since Dec. 11, 1901, 
received congratulations and flowers 
last Friday on his 56th birthday. Set 


ator Pepper is one of the greatest ¢ 
perts on life insurance law in the cout 
try and formerly held a chair_on this 
subject at the University of Pennsyl!- 
vania. 

Over nine years ago George W. Ryat. 
Provident Mutual Life general agent # 
Pittsburgh, personally set out to add one 
or more new lives each week to the 
Provident’s list of policyholders, in addi- 
tion to renewals and new business “8 
old policyholders. -During 482 weeks he 
has not missed once, either for vacation. 
illness or any other reason. and is st! 
going strong. He has held several of 
fices in the Pittsburgh Association d 
Life Underwriters and has had time t 
teach life insurance at Carnegie Institut. 
hesides addressing sales congresses, a 


Pittsburgh and New York and making 
numerous other speeches. 

Henry Loeb, second vice- president 
the Massachusetts Mutual L' ife 
Snrinefield, Mass., has returned from | 
month’s tour of agencies in the S he 
an dwest, duplicating a trip whic os 
made a vear ago. He renorte? that A 
eral business conditions were better al 
he had found them on his 1922 “ fine 
there was a more wholesome me 
among life underwriters. Improves 


in the acricultural district was ¢ 
noticeable. 
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LIFE AGENCY CHANGES 














MATTHEW WALKER’S NEW POST 





Appointed General Agent of Northwest- 
ern National Life With Head- 
quarters at Los Angeles 





Matthew Walker has been appointed 
general agent of the Northwestern Na- 
tional Lite in southern California with 
headquarters at Los Angeles. Mr. 





MATTHEW WALKER 


Walker attained national prominence 
as manager of agencies for the Provi- 
dent Life & Trust of Philadelphia, now 
the Provident Mutual. He resigned on 
Jan. 1 of this year. 





FIDELITY MUTUAL CHANGES 





Many Agency Appointments in Various 
Fields Made by Philadelphia 
Company 





PHILADELPHIA, PA., March 20.— 
Frank H. Sykes, manager of agencies, 
Fidelity Mutual Life, announces a num- 
ber of agency changes, as follows: 

Ira D. Kyle becomes manager at 
Omaha, Neb. 

Fred ‘W. Malke has been appointed 
manager for the state of Delaware, with 
headquarters at Wilmington, succeed- 
ing Manager Stevens, who has moved 
to Los Angeles, Calif., and entered the 
Fidelity Mutual agency there. 

Martin Van Buren Marcy, of Scran- 
ton, Pa., has taken over the managership 
ot the territory adjacent to that city, 
which is in the heart of the anthracite 
industry. 

Pier & Holcomb have been appointed 
managers for south central New York 
State, with headquarters at Binghamton. 
In an effort to break production records, 
Agency Manager Sykes arranged a cam- 
Paign for March which includes 36 
agency contests, involving 72 agencies. 


Philadelphia Life Changes 

William H. Absalom has been ap- 
pointed special agent for the Philadel- 
phia Life at Mount Holly, N. J. 

Maynard R. Spigener has been ap- 
Pointed general agent for the Philadel- 
phia Life at Columbia, S. C. Mr. Spig- 
ener is exalted ruler of the Columbia 
lodge of Elks and is well known 
throughout the state. 

Alex Finkelstein, recently Philadel- 
owe Life state agent in Minnesota, has 
“eee Promoted to state supervisor, with 
headquarters at St. Paul and Minne- 
apolis. His brother, Louis Finkelstein, 
pet pees Life general agent at St. 

« ° fas e c ad ; - 
ducer during TO oe gy a 
_ Samuel J. Hall has been appointed 
agency director of the Philadelphia Life 





for Dover, Del. His territory also em- 
braces the eastern shore of Maryland. 





G. R. Simpson 
Gerald R. Simpson, former district 
manager for the West Coast Life at 
San Jose, Cal., has been appointed su- 
pervisor with jurisdiction over the 
southern coast of California. 





C. M. Cortner 


Charles M. Cortner has been ap- 
pointed supervisor of the Midland Life 
of St. Louis. He became connected 
with the company as agent at Wetmore, 
Kan., in April, 1911, and continued with 
the company until last year. He is now 
returning to the higher position. He 
will take charge of the new sales organ- 
ization. 





R. E. Hill 


R. E. Hill has been appointed general 
agent of the Montana Life at Sacra- 
mento, Cal. He was formerly general 
agent for the Western Union Life at 
Sacramento. At one time Mr. Hill was 
a civil engineer, employed by the Pa- 
cific Gas Electric Company. He 
served as chairman of the Pacific Serv- 
ice Employes Association of the entire 
Sacramento division. 





Phillip Brown 
The Berkshire Life has opened an of- 
fice in St. Louis with Phillip Brown as 
its general agent. Mr. Brown, who is a 
native of St. Louis, formerly was with 
the Berkshire Life in the east. He has 


opened offices in the Central National 
Bank building. 


James T. Lawson 


James T. Lawson, recently appointed 
general agent in charge of the Philadel- 
phia district for the National Life U. S. 
A., has opened offices in the Otis build- 
ing, 16th and Samson streets, Philadel- 
phia, and is organizing a staff. He en- 
tered the life insurance business 20 years 
ago at Newburgh, N. Y., with the Mu- 
tual Benefit, later representing the 
Equitable of New York at Newburgh. 
In 1915 he switched over to the auto- 
mobile business and was Chicago district 
supervisor for the Maxwell Motor Com- 
pany when the call came to return to 
his “first love,” life underwriting. The 
National had been without a general 
agent in Philadelphia for about ten 
years. 


Life Agency Notes 


Ernest E. Floyd, former manager for 
the Sheldon School of Salesmanship has 
recently become a member of the sales 
force in the A, F. Boles Agency for the 
Bankers Life of Des Moines in New 
York City. 

Miss Leone Vanatta, a graduate of the 
University of lowa, where she specialized 
in banking and insurance, has joined 
the general agency force of the Provi- 
dent Mutual Life at Davenport, Ia., un- 
der Guy D. Doud, general agent. She 
will be assigned to the tri-city field and 
will head a policy campaign among 
women, 

Arthur Nixon, a well-known insurance 
man of Emporia, Kan., where he has 
been engaged for a number of years in 
general lines, in connection with which 
he has been a big personal producer in 
the life end, has located in southern 
California, and wiil represent the Great 
Republic Life at Fullerton, where he 
will reside. 


Plan Regional Meeting at Omaha 


M. D. Sennette, western Iowa general 
agent of the Pacific Mutual Life, was in 
conference last week at Omaha with 
General Agents Wunner & Ginsler 
formulating plans for a regional conven- 
tion of Nebraska and western Iowa 
agents of the company, which will be 
held in Omaha two days in June. Home 





| office officials of the Pacific Mutual will 


attend the meeting. 
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Capital $200,000 





HE life insurance agent who wishes 
to obtain the representation of a 


reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 
good strong company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


DAYTON, 


I. A. MORRISSETT, VICE-PRES. 


OHIO 


™ 




















A - of 
Dependable Protection 


Dependability 


Thousands of policyholders have 
learned to depend upon the Colum- 
bia Life emblem as one representing 
a life insurance institution of maxi- 
mum protection. In a like manner 
agents of the Columbia soon realize 
that theirs is a company of un- 
blemished record. The present day 
activity in the ranks of Columbia 
Life agents is due to their unswerv- 
ing loyalty to their company. And 
the company, realizing its obligation, 
works in harmony with the entire 


field force. 


Good Agency Openings 


There are several very desirable agency opportunities 


with the Columbia Life. 


Write us, we will be pleased 


to give you any particulars. 


THE 
COLUMBIA LIFE 


INSURANCE COMPANY 
SUMNER M. CROSS, President 


Cincinnati, Ohio 
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°° “¥ entra e, ceee 17,812 858,059 
Your Income 7 Indiana Natl. Life..: 69,500 —_ 103,000 
sli iii pleased hdd dome Insued In Force | United L.& Ac,,N.H. 817,147 1,102,000 
$0 ov Lif d Aceid Supreme L. &. c., O. 437,000 703,500 — 
every Life, Fire and Accident OHIO Security, N. Y..-... 691,914 4,388,573 
Agent in MOGUTEET, BBcccccesee 957,705 3,338,835 | 
Ohio, Illin 4 Kent ky U State ‘Mutual, Mass. 6,369,765 39,644,047 || ARKANSAS 
ois an entuc ravelers ...... Ord 20,368,053 94,754,748 || HI 
’ Issued In Force aerate éonenes Gr 13,691,776 32°637,447 a 
Aetna Life ..... Ord 7,465,800 49,064,237 oledo Travelers. "226,464 1,848,163 . se 
Aetna Life ...... Gr 24,804,885 45,447,110 | United L. & Ac. N. H. 1,159,500 1,622,392 BOEED «i s20 50002 Ook abecass saneneee 
° Amer. Central, Ind.. 1,425,750 4,792,623 | Union Mut., Me..... 1,693,017 | Amer PURSES Ee ig ttt 24,686,730 
MR. AGENT! American, Tex...... 753,082 ‘883,427 | Union Central....... 16,547,312 101,252,312 a? , 2,923,815 
. . American Life, Mich. 276,810 2,053,073 ee Cente. oe tae Soy 32 ae Se? = al...... 
mer. Natl., Mo..... 215,000 + =1,153,661 est South’n.Or 4 »246,685 | Bankers Res. } a : 
Do you care for  omtowryg Ban fom Bankers, Ili.. | 21,750 370,003 | West. & South’n. Ind 42,073,732 136,343,169 | Bankers Res. Neb.. 1,589,456 eas vy 
not SIZE? Age, Sound Ex- Bankers Res., Neb.. | 22,500 | 22,500 aa aa 10 N82 ona'ses Central Life, Ta... 581,634 556,634 
: b Pert ,595,162 . b ~~ = ’ ° Sentra s, Mo.. 
erience, Low st, a Splendid Bankers, Neb....... 344,408 2,521,041 Gloverteat .. Raney 63170 133/329 
ecord for 70 years? Berkshire Life...... 1,457,001 11,019,693 Conservative, W. Va. 439,500 1,100,000 
Cleveland Life...Ord 3,625,758 19,117,015 Sontinental, Mo..... 988,537 1,108,180 
Then why not take a General Cleveland Life...Ind.... a 22°250 WEST VIRGINIA Cotton States....Ord 848,650 1,867,755 
Agency in its HOME STATE for Conn, General....Ord 7,301,836 28,296,299 Cotton States.....Int 32,000 51,368 
gency > ’ 
Conn. General... -Gr 560,894 seine + nto My RITE 3,808,513 18,509,752 
Conn. t ‘armers n . 2 2,617 
THE ST.LOUIS el — le Aetna Life ..... Ora 463,228 3.416291 Federal, Ill...... ers: J98's00’931'000 
aa a. Aetna Life....... r 2,293,200 1,768,600 | Fidelity Mutual..... 873,884 3,614,535 
MUTUAL LIFE Columbus Mut.. American Life, Mich. bh 717 14,717 | Great Republic...... 514,443 931,435 
Continental, ii Cleveland Life ..... 272,717 3,625,874 | Guardian, N. Y...... 1,409;679 6,957,678 
OUR AGENTS AND POLICY HOLDERS Conservative, : Conn, General...Ord 777,822 1,533,340 | Home Life & Acci... 4,859,009 14,017,439 
STICK! WRITE THE HOME OFFICK Columbia, O 132% 7 Conn, General....Gr 18,700 58,200 | Home, N. Y "815,745 3,329,978 
ain tie ae eee Conn, Mutual ...... 947,705 3,194,161 | International, Mo.... 1,145,404 — 3,028°055 
Fre yet 363" Continental, Ill. 14,000 15,500 | Indiana Natl. "192/000 "918,000 
Clover Leaf...... A , Gontincatal Del... , 198,500 |. 255,500 | Inter- Southern, Ky.: 1,098;800 5,032,009 
“THE COMPANY OF CO-OPERATION” || i:quitable, N. Y.Ord 18,016,792 106,606,434 | Equitable, N. Y_..Gr 2'616.207 *yisesie Soe ngh ty ep seevene 
Equitable, N. Y..Gr 16,746,637 38,457,848 | Jefferson Standard.. 2.362,7 190,312 | Jefferson Standard... 1,337,000 5,889,568 
“ ‘ Standard.. 2,362,700 3,556,691 | Kansas Cit 173.500 2.98 2 
Equitable, Ia........ 6,421,234 44,937,450 | John Hancock Mut. 2,786,145 15,762,812 | L _ else 50/325 sttett: 
Equitable, D. C. Ord "880,250 — 2'338,006 | Manhattan Life ... "32,697 "385,787 | Life & Cas, ‘Tenn... e33'698 3,338°011 
DES MOINES Equitable, D. C..Ind 2,470,005 4,340,753 | Metropolitan ...Ord 6,221,392 29,254,770 | Fite & CaS. Tenn... oes eee ieee gas 
Fidelity Mut........ 1,638,509 109 | Metropolitan ....Gr 2,262,750 _ 3,551,400 | Louisiana’ State... «| 12000 "160500 
Franklin Life. .....: 637,010 1,286,215 | Metropolitan ..ind 6.747.185 26,160,335 | Manhattan 27 b097 1,483'025 
LIFE A ND Farmers National.... 230,500 "337,750 | Mut. Benefit Life... 2,005,842 11,000,813 | Marchant, ial. 227! wes'see  x’aee'aee 
"Ve See $38,125 2,536,298 | Nat’l L. & Ac...Ord 25.500 64.500 Merchants, Ia....... 163,500 = 1,690,386 
Fed. Union, O...Ord 4,971,957 9,497,703 | Nat’LL. & Ac...Ind. 146,893 _ 209/593 | MidroChitam 7") g.26s'o43 27,362 311 
Fed. Union, O....Ind ‘967,466 3,211,851 | Nat'l Life, Vt...... 486.556 6.826.588 | Metropolitan ....... ©.208,065 87,363,311 
A Farmers & Traders.. 414,000 903,500 | New Eng. Mut..... 445,066 2'096.078 | Mississippi .......-. 1,913,046 2,765,747 
Gem City, O........ 2,765,573 7,063,414 | Northwest’n Mut. L. 5,328,718 29,141,347 | Missouri State ..... 2,956,251 15,871,042 
COM Guardian, N. ¥..Ord 1,973,146 8,496,993 | Ohio Nat'l Life.... 764,410 | 1,754,985 | Mutual Life, N. ¥.. 5,047,341 29,240.19 
PANY Guardian, N. Y...Ind '...... 701 | Pacific Mut. Life... 626,412 3,123,281 | Natl. Life & Acci.. 2,328,482 3,230,525 
ONY cha 5S ko anve 318,895 711,978 | Phila. Life ........ 185,848 "112/855 | Natl. Life, U.S.A... 444,508 5,714,160 
George Washington.. 627,784 918,430 | Southern L. & Tr.. 186,000 1,718,309 | Natl. Reserve, Kans. — 97,000 96,000 
Home oo oeeeeeeees 1,663,979 13,616,497 | State Life, Ind..... S716 66101067 [Eee wee ie Pr 
nter-S thern ..... 74 3 1, 1 s . - C. -4 5 New Ss 6 «a0 " a 276,27 
We will insure the whole family! || 7) Fiincock.. Ord 12,115, My $2086 855 we ll o ed 2,338,282 10048119 | North American, Ill. ‘182,385 200,238 
Any plan, any age, either sex! John Hancock....Ind 5,688,323 18,059,561 | Travelers ........ Gr 972,200 1,235,700 | North Carolina .... 3,925,663 2,678,833 
Kentucky Cent..Ind 4.219.474 3,683,323 | Union Mut., Me. 293.538  2/117,683 | N- W- Mutual....... 168,837 = 2,657,555 
Life Ins. Co. Va.Ord 102,000 112/524 | West. & South..Ord 975.000 2'825.440 |X. W; National..... 150,134 929,577 
Life Ins. Co. Va.Ind 695,038 625,146 | West. & South. Ind 3,721,660 5,280,982 | Qld Colony, Til 1,032,044 234,263 
This is a service our men sdneotn National... - 7,720,675 24,819,830 Acacia Mut. ....... 1,345,950 4,781,800 _—— Mutual ay 2.833. 388 11,191,945 
appreciate these days ' im Mayette .......0. 134,793 265,227 | Atlantic Life ...... 432,000 1,131,589 | 5,° edge} ae-acal ede pote 
Maryland A‘ssur.. 98,000 468,000 | Bankers Life, ia... 2,226,531 5.933585 | Phoenix Mutual .... 314,334 235,962 
Manhattan oat, 140,619 2,171,828 | Bankers Life, Neb.. 58,121 POT Dy a a ey 
- etropolitan ...Or 9,830 231,438,044 | Bankers Res., Neb.. 358,000 358,000 | Provident L. & Ac.. 30 204,90 
If it appeals to you, write Metropolitan ....Gr 3,116,000 7,329,150 | Columbian Nat'l ... 423,348 2,562,920 | Prudential ......... 758,592 6,181,789 
Metropolitan ...Ind 40,021,776 188,170,624 | Columbus Mut. 112,000 421,588 | Reliance ........... 1,067,500 4,421,652 
Mutual Benefit...... 12,506,478 100,642,022 | Conserv. Life, W. Va. 2,948,642 10,854,935 | Reserve Loan ...... 796,760 2,458,803 
Mass. Mutual........ 13,018,949 67,863,644 | Equitable, D. c.. Ord 465.250 2,496,357 | Security, Va........ 2,165,323 7,081,850 
HOME OFFICE Michigan Mutual. 2'062/855 13,230,875 | Equitable, D. C..Ind 1,741,135 4,463,491 | Security Mut., N. ¥ 99,447 971,549 
DES MOI Mut. ai een ind, 6,921,436 96-253,195 | Fidelity Mut. ‘Life. "260:772 2'230;282 SOORROOSER ---20-++ See 5 teas 
ES Bidg utual Life, N. ¥ "396.299 126,700,389 | George Wash. Life. 1,552,844 9,299,866 | Standard Life, Ga... 554.247 = 1,473.68 
OINES «1 ) TOWA Minn. Mutual....... 485,312 1,080,435 | Guardian Life, N. Y. 370,845 1,568,559 | State. Ind. ...... z+++ 150,793 4,085,865 
Midland Mutuai, O.. 8,854,870 50,622,060 | Home Life ........ 1,225,731 6,740,086 | Supreme Life & Cas. 93,000 89,500 
Missouri State. ..Ord 6312622 15,404,556 | Internat. Life, Mo.. 970,172 3,448,345 | Travelers. Ark. .... 479,148 2,181,183 
Missouri State.. . “Ind 682,950 669,350 | Ky. Cent. L. & A.Ind 607,244 603,748 Union Life, Ark..... 930,000 957,500 
TERRITORY Morris Plan..... Ora 229,500 229,000 Life Ins. Co, Va.Ord 79,579 309,065 | Union Central ...... 3,014,465 19,599,919 
orris Plan...... n 221, 221, Life Ins. Co., Va.Ind 114,328 623,390 
IOWA SOUTH DAKOTA || Merchants, ia....... 93,000 1,117,159 | Lincoln Nat'l Life.. 2,406,448 4,349,112 on 
Manufacturers, Can.. 80,000 1,237,495 | Maryland Assur. .. 52,984 53,717 
New England Mut... 5,207,029 35,488,900 | Maryland Life ..... 78,555 574,985 KENTUCKY ‘ 
New York Life...... 27,943,018 170,519,176 | Mass. Mut. Life.... 1,813,611 7,887,029 
FIDELITY LEAD SERVICE || National Life, vt.. “482.012 42,678, 113 | Mich. Mut; Life... 487,791 1,866,332 
brings the into Northwestern Mut.. 9,2 3 1 4 Midland Mut., O... 00 38,000 . Li 266 
este pty" - fasmtact with inter: || Northwestern Natl... 666,662 1,169,133 | Mo. State Life..Ord 840,643 2,431,687 emmreete EARS... » « een's74 
we distributed 47,604 direct leade—all’ in- Natl. Life & Ac..Ord 949,000 1,102,000 | Mo. State Life...Gr | 61,600 165,600 | Rate Mute eee. he es 437.5 
terested proepects who hed requested Natl Life & Ac...Ind 4,377,418 6,245,876 | Mut. Life of N. ¥.. 3,637,470 21,770,303 | Consery. Life, W. Va. 377000 874792 
information. In 1081 this service, and || Natl., U.S. A....... 141509 "685.148 | Nat'l Benefit Life.Ord ' 63,000 * " 80.000 | Aetna Life.......Ord. 1,496,398 linea) 
Fidelity’s original policy contracts, brought Nor. American, Ill.. 1,495,656 8,076,561 | Nat'l Benefit Life. Ind 930,071 206,075 Metro 1 “Lite : 0 . 8 $08. 208 47°721.630 
us within 74% of the unparalleled new | | Nat. Benefit, D.C. Ord "484,000 415,000 | Nat'l Life, U. S. A. 74,069 206,678 | etropel. Life. Ore. oO ere ere 4294500 
> 297 796 766 9 etropol. Life...Gr. 2,241,850 4,294,5 
business result of 1920. Nat. Benefit, D. C.Ind 1,976,330 1.903,974 | New York Life..... 4,796,766 31,074,924 Met L Lif 0 56.604.002 
Fidelity operates in 40 states. Full } Ohio State.......... 5/848,432 28,893,891 | Nor. Amer. Life, Iil.. | 73,005 "761,335 | Metropol. tate... _Ind-11, oer aoe 39:466.656 
ual Guaak oamven Gas RUA, Ohio Natl........ Ord 4,695,635 24,484,068 | Ohio State Life.... 397,620 976,345 | Ru tent ta ¥... 4,799.12 Be 887 
force over $228,000.00. Faithfull Ohio Nat........ Ind ' 3,020 114,982] Pan American ..... 183,500 965,245 | RY, Cent. L.& A. Ind. 5,507,376 1038 860 
ee eee y serving |) Phoenix Mutual..... 2,310,063 15,885,911 | Penn Mut. ........ 4,480,586 22,851,258 | Fed. Union, 0...Ind. 58.54% 136.799 
_S = ates Ge Qs ae Prudential ..... Ord 31,118,530 175,644, 254 | Phoenix Mut. ...... 186,116 1,774,943 | Red, Union, O...Ord. iere00 1,798,200 
men - - righ Prudential ...... Gr 4,977,322 5 928, 084 provident Late © De. 166,508 ‘ 187,000 mare he. e ore tet "23 226 
, Prudential ..... Ind 55,228,969 247,431,764 rovident Mut. e. 564,539 2,343, = ate “ee 673,07. yt 
FIDELITY MUTUAL LIFE |) Pacific Mutuai...... 4.412.258 19,280,944 | Prudential ..... Ord 3,352,182 21,096,123 | Fidelity Mutual. .... 681,969 4,997,700 
INSURANCE COMPANY, Frovident Mutual... 7,024,823 40,806,909 | Prudential ...... Gr 2,186,250 1,903,500 ew ge Ba Ga... 543,132 1,101,00 
PHILADELPHIA Prov. Life & Acci... 500 6,500 | Prudential ..... Ind 5,711,021 20,426,037 — Life weceeees ween o anes 
Walter LeMar Talbot, President Peoples, Ind......... 217,280 387,300 | Reinsurance Life, Ia. 866,075 1,224,245 | [° amahtn TASS. , «+> 664,000 9718 307 
; Providers, Ill........ 137,950 241'600 | Reliance Life, Pa... 1,711,600 8,128,383 | Missouri State L.Ord 356,675 = 2,20fvan 
Penn Mutual........ 8,481,792 58,186:795 | Reserve Loan Life.. '301,156 1,546,637 | Missouri State L..Gr 651,000 =. oo hea, 
Philadelphia ....... $14°328 1908307 | Security Life, Va... 293,000 576,493 | Security Life, Va... 1,153,280 = 3 iee791 
95 0 7 uz é site, N. . 38,d¢ 9, Ors 
SPECIALISTS GATHER THEIN- || Reliance --.;..--... 2,089,300 11,245,308 | United Central, O... 951,380 6,178-198 | Tiana Natl... -.., 16,000 ‘$80,232 
FORMATION THAT APPEARS IN neuen. Eat nee 86 ea Oe : 299" Nat. Benefit, D.C.Ord 268,250 331,250 
Reserve Loan, Ind.. ‘557,300 1,737,648 | Shenandoah Life »229, Ms : canes 3.785.368 
The NATIONAL UNDERWRITER | | Royal Union, Ia..... 1,513,461 14,231,319 | Ameri. Nat'l, Mo... 3,000 3.000 | Nat. Benefit D.C. Ind. 1.63005 1,118,888 
“vie =- Wath, Lite@..... O5i,¢ Dat) 
Bemee, ERG. .ccccececse 1,677,373 11,966,883 , |Geo. Washington L. 635,436 2,054,549 
Union Mutual, Me... 16, $4 3130 
MICHIGAN Ohio State Life..... 72,5 231,0 
Business Men’s Assur _ 64,500 117,000 |||” NEBRASKA 
Clover. L. & Cas.Ord 496,843 2,678,949 | 
: : . Clover. L. & Cas..Ind _31,143 31,14! ——— 
A Monthly Magazine on How to Sell Accident Conn, Mut. ......... 2,258,635 10,836,982 | ee an i 
‘| Continental. Ill. .... 1,389,678 2,707,105 | +*é mes., HAN.. EPS 95,910 
and Health Insurance. Only $2.00 a year. Franklin Life :..... 714,147 _ 5,026,032 | Lincoln National.... 671,774 12) tvo07 
Grange L., Mich. .Ord 3,280,118 13,577,523 | ba Payette 5 eee oo | (2,625,871 
trange L., Mich...Gr 3,900 40,400 | * > 42. oe Dee ees 1'930,568 
1362 INSURANCE EXCHANGE, CHICAGO || Sit tite Baal ints | Merchants shee “eat 
’ Indianapolis Life... 876.668 2,511,334 | St. Joseph Life..... a hyo 50,500 
Maryland Assur..... 87.000 179.000 | Dakota BADD cccvnses 50,50 
= Morris Plan ..... Ind 1,757,000 1,755,350 (CONTINUED ON NEXT PAGE) 
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(CONT’D FROM PRECEDING PAGE) = Issued In Force Issued 
Issued In Force Cloverleaf L, & C.. 21,500 86,600 | Metropolitan ..Ind 136,835,308 62 V7 mass, 294 
Peoria Life ........ 879,150 4,798,089 NORTH DAKOTA Kansas City Life.. 75,500 368,481 | Morris Plan...... Ord 1,424,650 2,077, 354 
State Mutual, Mass. 5,608,847 5,248,163 Sn MA icc sescce © stnaes 1,258.790 | Morris Plan...... Ind 1,936, 000 1,799, 55) 
Franklin Life....... 573,500 2,847,509 Amer. Bankers, Ill... 18,500 1,857,412 | Fostal Life...... Ord 987,150 6,832, 669 
Missouri State...... 884,393 5,353,903 Internat. Life, Mo.. 139,988 899,956 | Postal Life....... Gr 195,250 1,253 
Massachusetts Mut.. 674,103 4,471,023 . Issued In Force | Merchants Life, Ia.. 185,714 1,094,334 | Berkshire Life...... bast + 516 24,322,494 
Bus. Men’s Assur... — 46,000 78,500 | Union Central Life. 643,500 6,484,197 | No. Amer. Life, Ill... 652,111 4,585,967 | Colonial L., N. J.Ord 124,200 1,061,380) 
Cedar Rapids ...... 113,972 314,972 | Bankers Life, Ia... 159,287 3,221,547 | Missouri State Life. 127,830 1,734,268 | Colonial L., N. Y.Ind 8,100, "078 «22,548.75 
Mutual Trust, Ill.... 449,168 1,442,441 | Dakota Life ....... 251,818 1,501,758 National Life, Vt... 6,786,244 33,107,567 
Prudential .. ..+. 2,225,654 15,378,085 | First Nat'l Life, S.D. 878,000 4,341,320 | -—— ] Pacific Mutual....... 311,773 3,989, 06] 
Provident Mu ae 701,908 3,792,599 | Minnesota Mut, Life. 1,029,435 5,220,613 Prudential ....Ord 100,272,954 550,058,097 
Columbus Mut....... 70,500 167,200 | Montana Life ...... 568,000 3,074,385 | | NEW YORK Prudential ..... Gr 6,583,064 15,307,614 
Cloverleaf .....ce0- 16,900 24,788 | Mutual Trust Life.. 943,998 6,121,274 | | Prudential ..... Ind 167,555,505 791,596,965 
Bankers Life, Neb.. 4,651,547 53,081, ‘972 | Nat’l Life, U. S. A.. 447,037 2,698,037 State Mut., Mass....10,182,560 65,666,205 
Old Line, Neb....... 6,062,368 12°360,226 Fidelity Mut, Life.. 96,894 2,244,122 F Union Cent. Life... .28,277,837 121,001,38 
Natl. wacetity. Diswsd 79,500 484,637 | Great West Life... 2,700,910 7,988,635 | Church L., N. Y..Ord 10,000 10,000 
Guaranty, Ia. ....... 237,500 1,147,400 | Lincoln National .. 3,112,057 25,036,001 | Church L., N. Y...Gr 1,897,500 1,887,500 = 
Central Life, Ill..... 200,610 181,695 | Mutual Life, N. Y.. 2,386,072 11,489,725 | Farm. & Trad., N. Y. 1,745,500 6,397,250 | 
Des Moines L.& Ann. _ 148,000 417.650 | North Amer., Neb. 435,000 981,211] Metropolitan ..Ord 178,093,424 842,474,375 SOUTH DAKOTA 
Bankers Life, Ia.... 1,922,695 23,980,900 " Western Un.. Wash. 9,500 145,000 ' Metropolitan .,.Gr 85,302,359 179,465,786 I 
Amer. Bankers, Ill.. 14,500 1,051,887 
Central Life, Ill.... 210,883 1,601,713 
Central States, Mo... 369,000 1,395,414 
Common, Life, Neb.. 60,500 1,595,399 
National Fidelity .. 45,450 864,865 


No. Amer. Life, Ill..° 267,760 1,743,014 
128,500 465,000 


° 
Old Line, Neb....... 28, f 
Oc or 1 e nsul an< Kw, O Security Mut., Neb.. 338,000 2,071.84 
. State Life, Ia....... 175,060 1,397,068 
West. Union, Wash. 42,000 794,500 
Policyhdrs. Nat., S.D. 640,250 1,404,500 





° s 4 Missouri State Life. 69,001 280,923 
Francis L. Brown, Secretary and Manager Rockford, Illinois Bankers Life, Ia.... 1,613,429 8,141.95 
Central Life, Ia..... 505,127 1,452,479 

Cedar Rapids Life.. 385,540 668,440 

Elkhorn Life, Neb... 7,856 188,813 

. Merchants Life, Ia.. 47,000 260,552 

Old Colony Life, Ill. 149,066 1,317,101 


ILLINOIS Equitable Lite, N 'N. ¥. 3,949:577 16,055,742 
Territory open in: INDIANA V.RGINIA 
IOWA Maryland Life...... 5,019,981 
































5, 166,63 
Missouri State Life.. 624,982 3,959,499 
Mutual, Richm’d, Va. 1,928,656 1,586,224 
Peoples Mut. Ben...13,167,683 11,500,810 
Security Life, Ill. 169,309 1,433,655 
Standard Life, i? 1,168,525 1,515,438 
State Mutual, Mass.. 523,939 1,228,883 | 
Union Central Life.. 2,268,161 22,971,502 , 


(The following are correct figures for 
companies which appeared twice, in error, 
in the issue of March 15. The last 1 
companies in that list showed Michigan 





i a i 









































figures.) 
A. ] Continental, Ill...... 270,500 554,437 
© O Pacific Mutual ..:.- 3,334,024 16,290,455 ‘ 
Frudential ...... Gr 1,071,500 1,047,500 ‘ 
Prodential “....° Sat Seas sss Pecith 
rucential ...... . 753, 
of the new business issued by the Northwestern Mutual Life Insur- oo ony PE ae SKE 
ance Company in 1922 was upon applications of members previously : 
insured in the Company. KANSAS i: 
; 
e Atlas Life ...... nae 20,500 28,100 5 
Its Policyholders Repeat See peer 
ran n @ cccsee 679,250 3, ¢ 2 
The assignable cause for this is found in the Northwestern business policy of aes A a tS A 
Columbus Mutual 524,675 
Careful Selection Efficient Management No Rebating Natl ‘Lite, US 969, 
* : Lib 1P li C — National Life, Vt 642, A 
No Foreign Business iberal Folicy Contracts No Twisting N.Y. Lite: +05: ct 22, 2 
+ _— . eliance ©@ sccess 5,70 4.0 2 
Insuring Only Males te ay toes Civil Service for Agents Prudential’...... Ord 4,237,994 19218 3 
ure merican : ak” Mecoeel 166560 386,404 4 
Low Death Rate Pucly Pinout Clean Business Methods Provident Matus! x iss.oss ane 2 
Safe Investments N ' Low Net Cost : ——$ 2 
o Brokerage 2 
| WISCONSIN i= 
THE NORTHWESTERN MUTUAL (| — 
a» Mutual Life, N. Y...10,505,203 37,749 128 = 
Fidelity Mut., Pa.... 032 855.2: 3: 
State Life Fund, Wis 14 :000 nye 


256,000 <8 


Continental, Ill.. . 5 636 
New World, Wash. 851,400 1,002.0 
Lincoln National. 1,174,101 1.0890 
Travelers Equitable. ee ati 


Guardian Life, N. Y. 





: , New York | ee 4 93 ,o eee 

COMPANY Amie ee ae 

aryland Assur. ... 5K 30.695.748 

Milwaukee Wisconsin Gr. North. Life,-Ord 2,363,500 14,804.58 


Gr. North. Life. 74,3 
Mass. Mutual ...... 2,346,591 








St. Louis Agency’s School 


The Morton & Morton agency of the 
at St. Louis 


A POINT IN YOUR FAVOR core a ee aE 
will inaugurate a life | ange oy <— ne 
ife j : . for those young men who wish to **" 
The Grange Life is an opportunity for live agents. They have that opportunity of selling || the business. The course will last. i Mf a 
” < > ra) re 
a policy lower in cost than many others and can still go into any community, confident in tow gel pln Rh Hg? oh There au 
the knowledge that the protection they offer cannot be bettered nor the company they | | will be no tuition fee. 
The Morton & Morton agency is cele- 


represent be outdone in service. brating its diamond jubilee, having been 
founded 75 years ago, and is the oldest no 


GRANGE LIFE INSURANCE COMPANY __ | :ccsey in aissouei. i 








LANSING. MICHIGAN A. G. Hickmott of the financial 4, sti 

N. P HULL, —_ CH and T; partment of the Connecticut, otcr in its 
'. le 4 F: te ins _ ce 

7 BRAMBLE, Secy reas. 1, D. WALLINGTON, Supt. of Agents || Life has been appointed, instrant\’ y oe 





business 
Cc A. 
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‘ NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 
Diges 
PRICE, $3.50 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, 
Supplementing the “Unique Manual- 
t” and “Little Gem,” Published Annually in May and April respectively. 


and all Changes in 














NEW $5,000 SPECIAL OFFERED 


American National Policy Reduced at 
” Age 70 to $2,500 With Reduction 
of Premium 


The American National of Galveston 
has announced a special policy be sold 
in multiples of $5,000 only to be known 
as the commercial $5,000 policy. It is 
sold only to business and professional 
men and those in clerical occupations. 
This policy is unique in that at age 70 
the contract is converted into a whole- 
life policy for $2,500 with a reduction 
in premium at the policy anniversary 
nearest the attained age of 70. The fol- 
lowing are the rates on the contract: 
Including Waiver of Premium and Monthly 


Income of $50.00 in event of Total 
and Permanent Disability. 





Semi Quar 
7 $ 37.15 $18.90 
¥ 38.00 19.35 
‘ 38.80 19.75 
76. 39.65 20.20 
a 40.60 20.70 
5 41.50 21.15 
‘. 42.50 21.65 
33. 43.50 22.20 
35. 44.65 22.75 
i 45.85 23.35 
. 47.05 23.95 
. 48.30 24.60 
. 49.75 25.35 
v 51.15 26.10 
m 52.70 26.85 
. 54.30 27.70 
J 55.95 28.50 
‘ 57.85 29.50 
a 59.75 30.45 
A 61.75 31.45 
22. 63.90 32.55 
. 66.20 33.75 
68.70 35.00 
le 71.20 36.30 
Dictuanedudaee 142.35 74.00 37.70 
Sten Ween week 0 148.05 77.00 39.25 
SRR 153.95 80.05 40.80 
| EER ow ha 160.60 83.50 42.55 
Ee 167.50 87.10 44.40 
SSR 174.80 90.90 46.30 
era 182.65 95.00 48.40 
52 Shibata ae 191.05 99.35 50.65 
_ BRR RE Re 200.00 104.00 53.00 
Be ccesenscccce SERS 109.00 55.55 
Mit ivuvanieaen 219.95 114.35 58.30 
Annual at 

Without Total and policy 
Permanent Disability annivers. 

Benefits nearest 

age 70 
Age Annual Semi Quar. and after 
$ 66.05 $ 34.35 $17.50 $% 37.75 
: 35.10 17.90 38.75 
35.85 18.25 39.63 

36.60 18.65 40.50 

37.45 19.10 41.63 

38.30 19.50 42.63 

39.15 19.95 43.75 

40.05 20.45 44.88 

41.10 20.95 46.13 

42.20 21.50 47.50 

43.30 22.05 48.88 

44.40 22.60 50.25 

45.65 23.25 51.88 

46.95 23.95 53.50 

48.35 24.65 55.25 

49.75 25.40 57.00 

51.25 26.10 58.88 

52.95 27.00 61.00 

54.65 27.85 63.13 

56.45 28.75 65.38 

58.45 29.75 67.88 

60.50 30.85 70.50 

62.70 31.95 73.25 

61.95 33.10 76.13 

67.45 34.40 79.25 

70.15 35.75 82.63 

72.95 37.15 86.13 

75.95 38.70 90.00 

79.15 40.35 94.00 

82.50 42.00 98.25 

86.15 43.90 102.88 

90.00 45.90 107.75 

94.10 47.95 113.00 

98.45 50.20 118.63 

103.05 52.5 124.50 





Double indemnity rider will be added to 
policies on request for $1.50 per $1,000 
per annum, $0.80 semi-annually and $0.40 
auarter-annually, 





Midland of Kansas City 


none itiand Life of Kansas City an- 
life ~ that policies on the 20 payment 
wile = aranteed increasing benefit plan 
stander ant future be granted to sub- 
ite ee The company coinsures 
enuear a cases with an eastern 
substa A that does a large volume of 
com ancard business. The coinsuring 

pany will not coinsure substandard 





risks where the Midland pclicy provides 
for the increasing death benefit and cer- 
tain other liberal features contained in 
the increasing benefit policy. 


Fidelity Mutual Life 


Additional figures, showing the divi- 
dend schedule for 1923 of the Fidelity 
Mutual Life of Philadelphia, as recently 
announced and showing marked reduc- 
tions in net cost, are as follows on three 
of the $1,000 life income policy forms: 


Life Income, Maturing at Age 50 


Ist 2nd 3rd 5th 10th 
Age Prem Tn 6h... h O6CTTerhCU CUCU 
16.. $26.26 $4.02 $4.16 $4.30 $4.60 $5.53 
20 30.45 4.36 4.54 4.74 5.15 6.32 
25 37.75 4.92 5.16 5.43 5.97 7.54 
30 48.96 5.76 6.10 6.45 7.23 9.43 
35.... 67.92 7.13 7.65 8.18 9.31 12.59 
40.... 106.09 9.78 10.62 11.51 13.39 18.75 

Life Income, Maturing at Age 60 

ist 2nd 3rd 6th 10th 
Age Prem. Yr. Yr. Yr Tr Te 
16.. $20.52 $3.76 $3.83 $3.90 $4.05 $4.56 
20 22.92 3.88 4.00 4.12 4.37 5.09 
25 26.85 4.23 4.38 4.55 4.87 5.79 
30 32.29 4.73 .4.92 5.12 5.55 6.76 
35 40.06 5.39 5.65 5.92 6.49 8.10 
40 51.95 6.40 6.75 7.13 7.92 10.16 
45.... 71.89 8.02 8.55 9.11 10.26 13.51 
50.... 111.39 11.06 11.90 12.80 14.63 19.65 

Life Income, Maturing at Age 70 

Ist 2nd 3rd 6th 10th 
Age Prem, Yr. ;; ae {me | MR 
16... $17.78 $3.54 $3.61 $3.68 $3.82 $4.21 
20 19.47 3.67 3.76 3.85 4.03 4.52 
25 22.13 3.94 4.05 4.16 4.38 5.02 
30 25.63 4.32 4.44 4.57 4.87 5.68 
35 30.32 4.78 4.96 5.13 5.49 6.55 
40 36.79 5.45 5.67 5.89 6.39 7.76 
45 46.06 6.42 6.72 7.01 7.67 9.48 
50 60.03 7.87 8.28 8.69 9.58 11.96 
55 82.73 10.20 10.77 11.35 12.56 15.69 


Pacific Mutual Life 


In the recent publication of the new 
dividend schedule of the Pacific Mutual 
Life, no mention was made of the fact 
that the premiums quoted include the 
charge for total and permanent disabil- 
ity, which is included in all policies. 
This makes consfderable difference in 
cost and puts the company at a disad- 
vantage in net cost comparisons, if 
cognizance is not taken of it. 





Ohio National Life 


The Ohio National Life has announced 
a new series of children’s policies, an 
endowment at 85, an endowment at 38 
and a whole life policy, paid up at age 
38, all to be sold from ages 1 day to 11 
years. Prior to age 18 the beneficiary, 
in case of death, is paid an amount equal 
to the total cash payments paid in or 
the cash value, whichever is greatest, 
but after the eighteenth birthday anni- 
versary the full face of the policy is 
paid. A regular medical examination is 
required for those over six and a medi- 
cal inspection by the regular examiners 
for those under six. The limits are 
$2.000 to $5,000 for those under six and 
$2,000 to $10,000 for those over six. 
Rates per $1,000 on the new forms are 
as follows: 


Paid-up 

Life Sndow. Endow. 

Age atage 38 atage 38 atage 85 
are $ 8.04 $15.54 $ 6.70 
Ds cuereded de 8.45 16.33 6.97 
DR ccnewaes ae 8.89 17.16 7.26 
ie g cidthid wate 9.35 18.06 7.57 
De cdwinadewe 9.85 19.02 7.89 
Ditahaste ese 10.38 20.05 8.23 
Rweeebnae ae 10.95 21.16 8.57 
Desa ehenen 11.57 22.35 8.96 
Diccs cans anes 12.22 23.64 9.35 
Dacuseswedes 12.95 25.02 9.77 
Drs wkeoeses 13.74 26.54 10.21 
GAs on dnwaeous 14.58 28.19 10.67 





An Eastern Life Insurance Company 


issuing Life, Accident and Health Policies has 

ral peni for Live Men to act as 
General Agents. The following territory is 
open at present: Albany, Buffalo, and Syra- 
cuse, N. Y., part of Indiana and part of Iowa. 
All icati r d in strict confidence. 
Address D-54, care The National Underwriter. 














The Burden of Success 


When a man dies, he does not die alone. Many 
things die with him. The world rolls on, but leaves 
a shattered universe behind. Take the business man: 


The master mind which directs the activities of any 
great business holds many destinies in its power, 
Workers look to it for work — and wages; owners 
look to it for safety—and dividends; the public looks 
to it for the product of factories—or service; credit- 
ors rely upon it for payment of debts; and debtors 
rely upon it for clemency—and justice, The hopes, 
the fears, the food, and the fate of a multitude lie at 
the mercy of that master mind. And that master 
mind lies at the mercy of the angel of death. 


It is true that, given time, a successor may learn 
to grasp the numerous far-reaching threads of man- 
agement, but in the meantime cash, and cash alone, 
will save the little universe created by that master 
mind from crashing. This is history. 

Is your knowledge of business life insurance such 
that you can show the business man how this 
burden of responsibility to others may be shifted 
from his shoulders to life insurance? 


- The Franklin Life Insurance Company 


Springfield, Illinois 

















_ Agents Wanted! 


For Attractive Contracts 


Write to 


: e ey aie Q 
(or HousTo N.TEXAS. 
— a io 





J. M. Yoes, 
Secretary 


J. C. Stribling 
President 
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Good Pay to Good Men 


Managers Wanted in Missouri 


q We will consider entering Arkansas and Nebraska 
if we can secure services of capable men. 


@ We have a very attractive line of policies at excep- 
tionally low rates. 


The Bank Savings Life 


. Topeka, Kansas 











Acacia Mutual Life Association 


Insurance Issued in 1922....... (Paid for | ma $ 39,898,050 


Gain in Insurance in Force.....( “ “© “* ).«eees 21,462,805 
ae oo Force 12-31-22..( “ “ “ )..-es 122,685,100 
Assets... 6... e cece eeeeeecereteeneerenneeserenerceees 014850 
Increase in Assets..........--.- cc ecseeeeerceeeeceeres at ae 


Increase in Surplus.........--.---.++0++eeeee+ widens 


PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 


A Satisfied Field Force 
William Montgomery, Pres. | Homer Building, Washington, D. C. 











OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowe. 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums pa able annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 

Condition on December 31, 1922: 


Assets..... osdhceneeiat* echedecataws ere .....--$ 32,633,933.05 
Liabilities ........ titi ade phiediadcaeudwe eke ee eeenes. o0 .... 28,512,821.50 
Capital and Surplus ...............+- cxceoul ey ae eoee  4,121,111.55 
Insurance in Force ............- Re SEO FORA IESE cecccccccccs 200S229163.00 
Payments to Policyholders..........-.--- ee geeesesecceeces ...  2,331,155.50 
Total Payments to Policyholders since OO i ciadcianah 30,051,860.92 


JOHN G. WALKER, President 














THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "piace Pittsburgh, Pa, 


Building 











SEE—> 


“SAFE AS A GOVERNMENT BOND 


The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


= Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 






LATEST POLICIES AND AGENCY CONTRACT BUUCSU aE: 


NEWS OF LOCAL 


ASSOCIATIONS 























St, Louis, Mo.—James A. McVoy, vice- 
president and general manager of the 
Central States Life of St. Louis, delivered 
an address on “The Evolution of Life 
Insurance” at the regular monthly meet- 
ing of the St. Louis association Thurs- 
day. J. Allen Fiske of the Aetna, who 
has in charge the school of life insurance 
to be opened in St. Louis under the 
auspices of New York University, Griffin 
M. Lovelace, director, reported the prog- 
ress his committee has made to date. 

se 8s 8 
Sioux City, Ia.—At the March meeting 
of the Sioux City association B. M. Sax- 
ton, president of the Conservative Life, 
was the principal speaker. His paper on 
“American Life Insurance” was full of 
interesting history and facts relating to 
the origin and growth of insurance in 
this country up to the present time. The 
meeting was then thrown open to discus- 
sion or actual cases met by various 
agents in the field. These cases stirred 
up considerable interest and the sugges- 
tions and solutions offered were not only 
interesting but instructive. 

* * * 
Davenport, Ia.—The Davenport. Associ- 
ation plans to hold a one day sales con- 
gress in April. The date has not been 
decided, 





*x* * * 

Waterloo, Ia.—Cedar Falls members of 
the Waterloo Association entertained the 
entire membership at a luncheon here, 
which was addressed by J. H. Byers, 
cashier of the Citizens Savings Bank, on 
“Why the Bank Considers It Good Busi- 
ness for Its Customers to Carry Life 
Insurance,” and by J. B. Newman, attor- 
ney, on “The Value of Life Insurance in 
Settling Estates.” 


*x* * * 
Rochester, N. Y.—J. Elliott Hall, mem- 
ber of the firm of Hall & McNamara of 
New York City, general agents for the 
Penn Mutual Life, spoke at a luncheon 
meeting of the Rochester association 
Friday. His subject was “Income Insur- 
ance” and those who were fortunate to 
hear the talk said that Mr. Hall covered 
the subject in a novel, interesting and 
thorough manner. In fact, it was the 
consensus of opinion that it was the 
best talk ever given before the associ- 
ation. 
* * * 

Columbus, 0.—A campaign for new 
members is soon to be launched by the 
Columbus association as a result of the 
recent sales congress in this city, which 
aroused much interest among insurance 
men. The association now has 150 mem- 
bers and it is the hope of President 
Ralph W. Hoyer to double this. 

*x* * * 

Denver, Colo—Dr. George D. Van 
Arsdale, formerly of Denver, who is di- 
rector of education for the Equitable 
Life of New York, was the principal 
speaker at the monthly meeting of the 
Colorado association last week. Walter 
Cluff of the Kansas City Life also talked. 
Both used as their subject “The Educa- 
tional Program in Life Insurance Sales- 
manship.” 

Dr. Van Arsdale declared that insur- 
ance now is sold from practices, and 
that now more attention is being given 
to diagnosing the needs of an individual 
for life insurance. He alse pointed out 
the need of education in salesmanship 
for all underwriters and declared that 
they are reaching the point where in 
getting away from the old system, they 
were becoming financial diagnosticians. 

He is in charge of sales schools for 
the company and within the last two 
years has conducted schools in most of 
the cities of the country. Mr. Cluff out- 
lined the principles of salesmanship in 
reference to underwriters and pointed to 
successes of men who were writing in- 
surance for the good that they could do. 

Lucius F. Hallett, president of the 
Denver school board, gave a short talk 
on “Some School Board Problems in 
Denver.” 

J. Paul Treat, local head of the New 
York Life, presented ideas of business 
insurance and was chairman during a 
series of three-minute talks by several 
members of the association. 

* * * 

Lowell, Mass.—Dr. Francis S. Finne- 
gan, city school physician and medical 
examiner for the Metropolitan Life, was 
the speaker at the regular monthly meet- 
ing of the Lowell association Thursday. 
President John McPadden presided. Dr. 
Finnegan talked concerning welfare 








in its cooperation in and regard for pre- 
ventive measures in disease. He spoke 
particularly of the Schick test in 
diptheria, which he had used extensively 
in Lowell. He urged the agents to per- 
form more educational work as to the 
beneficial results to be derived from call- 
ing the doctor early and taking advan- 
tage of the modern methods of combat- 
ting disease. 
ee 
Chicago—The subject before the Chi- 
cago Association at the meeting to be 
held March 29 at the Hotel La Salle will 
be “How the Big Writers Get Big Busi- 
ness.” It is expected that several lead- 
ing Chicago producers will address the 
meeting on this subject. Plans for the 
coming annual meeting of the National 
Association to be held in Chicago Sept. 
5-7 will be discussed. Edward A. Woods 
of Pittsburgh, chairman of the program 
for the annual meeting, has announced 
that the program is now in tentative 
form. The program will follow the sales 
congress idea. 
x * * 

New England Women’s—The members 
of the New England Women's associa- 


tion held their March meeting by invi- 
tation of the company officials in the 
auditorium of the new John Hancock 
building last Friday afternoon. The 


members were shown over the building 
after which Vice-President Robert K. 
Eaton, Director of Publicity Henry H. 
Putnam and Miss Corinne V. Loomis, of 
the Penn Mutual Life, delivered short 
talks. 

Vice-President Eaton spoke of the im- 
portant place women were occupying in 


the insurance field and complimented 
their earnest and sincere methods of 
solicitation. He believed no business 


offered greater opportunity for an am- 
bitious, intelligent woman than life in- 
surance, provided she believed heart and 
soul in the life insurance message, has 
confidence in herself and is willing to 
pay the price of success in hard work. 
Mr. Putnam spoke on the uses of or- 
ganization and encouraged the women 
to hold fast to what they had obtained 
and make all they could of it. Co- 
operative work and not competitive 
was the greatest factor in building up 
life insurance, hence the women should 
support well their New England organi- 
zation. 

Miss Loomis spoke on “The Mistakes 
that Insurance Saleswomen Make.” She 
said her remarks did not apply to women 
exclusively, but all agents made mis- 
takes. She emphasized the importance 
of planning work, doing what she called 
“pre-prospecting”—getting all the infor- 
mation possible about a person before 
the approach. She thought agents did 
not start out early enough and thought 
8:30 none too early for an honest-to- 
goodness producer to leave home. Every- 
body should take suggestion and profit 
by it, she said. If you cannot do this 
you are beaten before you start, 

*_ * * 

Los Angeles, Cal.—About 200 members 
and guests of the Los Angeles associa- 
tion attended the regular monthly din- 
ner-meeting which was held last Thurs- 
day evening. Following the dinner and 
fifteen minutes of community singing led 
by J. A. Lewis, the meeting was called 
to order by President George W. Ayars. 

Announcement was made by President 


Ayars that the establishment of the 
Carnegie course in life insurance sales- 
manship in the local Y. M. C. A. was 
contemplated. 

Attention was directed to the fact 


that plans for the April meeting, which 
are now being made, include an address 
by Dr. Van Arsdale, of the educational 
bureau of the Equitable of New York, 


and the showing of a film on life 
surance produced under the direction of 
the life association officers. 

The meeting was then turned over to 
A. M. Anderson, chairman of the enter 
tainment program. The first speaker in- 
troduced was C. C. Burnett of the in- 
surance and compensation department 

Bureau, 


of the United States Veterans’ aoe 
whose subject was, “The Present Stat 
of War Risk Insurance.” 


Mr. Burnett gave a brief outline of the 


history of war risk insurance, relating 
in detail the methods used during = 
war which enabled the government 
write $30.000,000,000 insurance at ba 
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proximately $3,000,000,000. The heavy 
lapse rate was explained by the fact that 
the insured were young men and when 
discharged from the service they were 
without much money and following the 
period of readjustment in civil life the 
line of least resistance was followed and 
the policies permitted to lapse. 

The next speaker was William H. Car- 
ter, who delivered a masterly address 
on the subject of “Inspirations from the 
life of the world’s greatest life insur- 
ance salesman.” Mr. Carter was person- 
ally acquainted with the late Harry B. 
Rosen for a number of years, and con- 
sequently was well qualified to direct at- 
tention in detail to the various factors 
which were responsible for the success 
of the world’s greatest life underwriter. 
In referring to the personality that 
achieved this remarkable success, Mr. 
Carter said: “He acquired his person- 
ality, not by any gifts that you and I 
do not possess, but because he loved his 
business, because he worked, and because 
he believed in the institution of life in- 
surance and the service it renders to 
mankind.” 

“The Fast Way to Health” was the 
subject of the next speaker, Dr. Frank 
McCoy, physician and author. In intro- 
ducing his subject, Dr. McCoy referred 
to the newspaper account of the death 
of Harry B. Rosen, which was to the 
effect that he “ate heartily while dining 
with friends, complained of feeling un- 
comfortable at 9:30 and died 24 hours 
later,” as an instance of death result- 
ing from overeating. 

William Vernor, noted psychologist 
and lecturer, delivered the closing ad- 
dress of the evening, on the subject of 
“Sizing Up Men.” Mr. Vernor used a 
series of charts showing the various 
types of physiognomy, shapes and sizes 
of heads and their other features. Three 
types were discussed, the mental, the 
vital and the motive. The importance 
of the salesman possessing knowledge 
of how to judge men and adapt his can- 
vass to meet the conditions of each 
case, was stressed and a number of the 
more common types that are met in 
everyday life were described and an- 
alyzed by Mr. Vernor, whose remarks 
were highly interesting and instructive. 

* * * 

Richmond, Va.—Hope that the time is 
not very far distant when an agent’s 
qualification law is in force in every 
state in the Union was voiced by Roy H. 
Heartman of Des Moines, vice-president 
of the National Association of Life Un- 
derwriters, in a talk before the Rich- 
mond association Friday. Nothing, in 
his opinion, will contribute more toward 
placing life insurance on the basis of a 
profession than such a law, and the 
agent need never hope to attain rank as 
a professional man until he is forced 
to take an examination that will deter- 
mine whether he is qualified or not to 
earry on the work of selling life in- 
surance. 

Mr. Heartman was loud in his praise 
of the Pennsylvania qualification law, 
which he declared is already achieving 
fine results. Through such a law, he 
said, the one case-man and the part- 
timer will eventually be eliminated in 
every state where it is enforced. Mr. 
Heartman said that he was pleased to 
know that the Richmond association had 
put up the bars against such parasites 
in its effort to place the business on as 
high a plane as possible. He went from 
Richmond to North Carolina, his na- 
tive state, to renew old acquaintances 
in Iredell county. 

x * * 

Philadelphia, Pa.—The executive com- 
mittee of the Philadelphia association 
Monday afternoon adopted a code of pro- 
cedure for examining applicants to sell 
life insurance in Philadelphia. The new 
examining board comprises Joseph C. 
Staples, Pacific Mutual, president of the 
association; Frank D. Buser, Fidelity 
Mutual; Earl V, Dean, New York Life; 
James M. Dickey, Mutual Life of New 
York; John R. Fox, Metropolitan; 
Charles F. Gannon, Prudential; F. H. 
Garrigues, Penn Mutual; William R. 
Harper, Aetna; Timothy D. Heenan, John 
Hancock; Clayton M. Hunsicker, Fidelity 
Mutual; Jackson Maloney, Philadelphia 
Life; Frank C. Morss, Provident Mutual; 
Arthur D. Murphy, Home of New York; 
R. B. Taylor, Northwestern; A. C. Wil- 
liamson, Prudential; Frederick G. Wood- 
worth, John Hancock; and B. C. Fen- 
wick. The board is divided into two 
sroups. Five members deal with weekly 
Premium agents and the others with 
ocGanay life agents. Members of the 
po - accountable to the association 
anise committee although it is 
pe od legal responsibility for their 

Sts with the insurance depart- 





ment of Pennsylvania through their ap- 
pointment by the commissioner as 
special examiners. The purpose of the 
board is to elevate selling standards and 
expedite licensing of desirable agents. 


With 90 students enrolled, the 16-. 


week course in life underwriting under 
joint auspices of the Philadelphia asso- 
ciation and the local Y.M.C.A. was 
started last week. Of the students, 12 
are unattached, 13 Philadelphia Life, 11 
Penn Mutual, 7 Fidelity Mutual and the 
rest scattering. Franklin L. Bettger, of 
the Fidelity Mutual, the instructor, ex- 
pressed pleasure at the size of the class 
and the interest being shown. At least 
one company is paying the expense of 
all of its agents who are taking this 
course. 

Another educational course conducted 
by the underwriters is the big Philadel- 
phia sales congress, which will be held 
Friday this week—a liberal education in 
life insurance condensed into three ses- 
sions in one day. Mr. Bettger has been 
working hard these days. Besides selling 
insurance and teaching insurance, he is 
chairman of the sales congress attend- 
ance and registration committee. In the 
lastnamed capacity he got out a clever 
form letter, which he mailed to all 
licensed life agents in the district, com- 
paring the agent to a machine which 
needs an annual overhauling at the sales 
congress garage. 

The sales-paper competition for prizes 
offered by Vice-President Kingsley of 
the Penn Mutual closed last week. The 
following judges have been appointed: 
E. J. Berlet, manager Guardian Life; W. 
R. Harper, manager Aetna; and J. Morti- 
mer Darby, manager Massachusetts 
Mutual. 
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United Fidelity, Texas—The company 
has written more than $1,000,000 of life 
insurance since the first of the year, ac- 
cording to reports submitted at its annual 
meeting. Insurance in force Jan. 1 was 
$10,161,000, while on March 12 the total 
was $11,239,457. The company wrote more 
than $6,250,000 last year. Three new 
members were elected on the board of 
directors at the annual meeting, Edward 
T. Moore, T. H. Obenchain and G. C. 
Waggoner, all bankers, capitalists or oil 
operators. 

* * * 

Bankers, Ia.—Its new examined busi- 
ness for 1923 to March 15 showed a total 
of approximately $25,000,000 as compared 
with a total of approximately $22,000,000 
for the corresponding period of 1922. 
Production for the first half of March 
this year showed a gain of approximately 
$1,000,000 as compared with the first half 
of March last year. The writing of new 
business so far this year has shown a 
steady gain of over 10 percent as com- 
pared with the opening months of 1922. 

*x* * * 

Fraternal Aid Union, Lawrence, Kan.— 
This organization nine years ago estab- 
lished so-called legal reserve rates. Its 
business in force is now $87,000,000 of 
which $60,000,000 is on the new rate 
basis. It sets aside $4,782,716 as a re- 
serve, held in trust to secure future lia- 
bilities. This is divided into two parts, 
one being $2,939,847, representing the 
valuation of all outstanding certificates 
on the American 4 percent table. The 
other is classed as “general contingency” 
fund, the amount being $1,843,869. Its 
assets are now $5,237,485. 


Will Have Night School 


The Eliason agency of the Minnesota 
Mutual Life will conduct a night school 
for the general public on life insurance 
salesmanship in St. Paul. Mr. Eliason, 
who is state manager for his company 
and also president of the National Asso- 
ciation of Life Underwriters, wants to 
get as many people as possible to attend 
lectures. Those attending will not be 
asked whether or not they have any in- 
tention of entering the insurance busi- 
ness. Classes will be limited to 15 in 
each class, lectures to be given on Mon- 
ady, Tuesday and Wednesday of each 
week. Class periods will run from 6:30 
to 8:30 p. m. 





Richard H. Hobart, cashier for the 
past 20 years or more in the office of 
L. A. Cerf, New York, metropolitan 


manager for the Mutual Benefit Life, 
died Saturday from a stroke of paralysis. 
His death was quite sudden as Mr. 
Hobart was in apparent good health. 











PPARENTLY it is not so much 
41 what you do as the way you do 
it that gets you your place in 
history. And, perhaps, it is 
right. Take the case of Daniel 
Webster or Henry Clay. Some of us in 
America feel they justified their existence 
yet they get hardly two lines in the 
Standard Dictionary, and two eminent 
modern historians dismiss them with no 
mention at all. But Pheidippides—ah, 
there was a fellow envied of all mankind. 
No two lines of Standard could tell. the 
part he played in the world’s affairs, and 
as for the historians referred to,;—well, 
they found it difficult, very difficult, to 
stop writing about him. Of course Daniel 
and Henry had a few faults that Pheidip- 
pides did not have, and it is unlikely they = 
could have fought at Marathon in the 
morning and raced across the hills to 
Athens in the afternoon, but they had the 
satisfaction of knowing they did their jobs 
well and died naturally, and with the love 
of their countrymen. So if you seek last- 
ing fame do what you have to do a little 
bit differently than it has ever been done 
before. And in the seeking of this renown 
remember your loved ones cannot live alone 
on glory. They will need bread and butter 
and a few other necessities. Life insurance 
offers you an opportunity. 





The Prudential 
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JOHN HANCOCK PROMOTIONS 


New Weekly Premium Offices Estab- 
lished at Indianapolis and Cleveland— 
Binghamton Made Independent 


Following the announcement recently 
made at the annual meeting, the John 
Hancock has opened a new weekly pre- 
mium office at Indianapolis. Superintend- 
ent John C. MacLeod of Toledo has been 
given the new position of superintendent 
at Indianapolis. 

Mr. MacLeod has been superintendent 
of the Toledo office since December, 1920, 
and before that was assistant superin- 
tendent at Pittsburgh. He began his 
service with the company in the New 
Bedford Agency, first as agent and then 
as assistant. 

The position made vacant at Toledo has 
been filled by the promotion of Brewer 
C. Mackay, who has been assistant super- 
intendent there since December, 1920. He 
began his service as agent in the Boston 
agency in 1906 and afterwards became 
assistant. 

The company has also opened a third 
agency at Cleveland and has promoted 
Bugene O’Rourke of St. Louis to this 
position. Mr. O’Rourke has been for 











many years with the company and until 
his promotion to the Cleveland office 
acted as assistant superintendent in Dis- 
trict No. 3 at St. Louis. 

Another change is the making of the 
detached agency at Binghamton, N. Y., an 
independent agency in charge of Michael 
Gavigan, who becomes’ superintendent. 

Mr. Gavigan has served as assistant at 
Binghamton since the detached office was 
opened. Prior to that he was assistant 
superintendent at Syracuse. 

The company will also soon make an- 
nouncements in regard to the appoint- 
ments for the new weekly premium 
agencies to be opened in St. Paul, Minne- 
apolis and Manchester, N. H. 


Public Savings Louisville Meeting 


The new Louisville, Ky., district office 
of the Public Savings was the scene of 
a highly enthusiastic meeting Saturday, 
March 17. The home office representa- 
tives who attended the meeting were 
Second Vice-President Deming and Edi- 
tor Homer A. Benson. H. C. Searcy, for- 
merly ordinary instructor, was made 
manager. The office, which is the first 
to be located outside of Indiana, is lo- 
cated at Jefferson and Broadway and 
will have a manager, three superintend- 
ents and ten agents. All are experienced 
men, 
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PRUDENTIAL AGENTS WARNED 


Company Bulletin Does not Want List 
of Policyholders Given to 
Finance Company 





The Prudential “Weekly Record” con- 
tains the following warning to its agents: 
“It has been brought to the attention of 
the company that the stock salesmen of 
the Barnes Finance Company are seeking 
to get a list of policyholders from our 
agents in order to assist the sale of 
securities of the Barnes Finance Com- 
pany. 

“Our representatives should know that 
the Prudential is not cooperating with the 
Barnes Finance Company in any way and 
does not undertake to pass upon the value 
of its financial proposition. Merely be- 
cause the finance company offers to pay 
the premiums on insurance placed: with 
this or any other company is no reason 
why the agents of this or any other com- 
pany should cooperate helping the stock 
salesmen to get prospects. The business 
of Prudential agents is to sell Prudential 
insurance and they are warned against 
this attempt to connect them with the 
sale of securities of the Barnes Finance 
Company.” 


Group Plan for - Railroad 


The joint insurance plan presented by 
the Great Northern Railroad and 
Metropolitan Life has been accepted by 









the. 


80 percent, or over 900, employes of the 
company at its shops at Superior and 
Allouez, Wis. It was intimated that the 
majority of the men who did not come 
into the plan had previously taken out 
accident and health policies and were 
unable to stand the additional outlay. 
Under the contract the railroad will 
pay 25 percent of the premium and the 
cost to each policyholder will be $1.60 a 


month. Four contracts are covered in 
the policies: (1) $1,000 life insurance, 
payable on death from any cause; (2) 


total disability, in which $1,000 will be 
paid in installments on evidence of dis- 
ability before the holder reaches 60 years 
of age; (3) accidental death or dismem- 
berment, the latter providing $1,000 for 
death, $1,000 for loss of both eyes or both 
hands, $500 for the loss of one hand, eye 
or foot, and $1,000 for the loss of one 
hand and one foot; (4) a benefit of $10 
a week for disability or sickness not re- 
sulting from work, the benefit to continue 
for not more than 26 weeks for any 
cause. 





Western & Southern News 


Home Office Inspector H. A. Michel of 
the Western & Southern Life has been 
promoted to superintendent of the St. 
Louis Manchester district. 

The good work of the following men 
has merited their promotion to assistant 
superintendent: ’ 

Victor King, Louisville West; W. Col- 
lins, Cleveland West; H. Chandler, Cleve- 
land West; M. O’Grady, Cleveland Edge- 
water; C. Wilhelm, Erie. 

The detached assistancy at La Porte, 
Ind., has been transferred from the Gary 
district to South Bend. 


Fiske Party at New Orleans 


Haley Fiske, president of the Metro- 
politan Life, was in New Orleans this 
week for a convention attended by 200 
managers, assistant managers and agents 
from New Orleans, Shreveport and 
Lafayette, La., and from Mobile, Ala., 
and Jackson, Miss., together with 150 
guests. The convention closed with a 
banquet at which the principal address 
was delivered by Mr. Fiske, who spoke 
on the welfare work of his organiza- 
tion. Other speakers were Governor 
Parker and Archbishop Shaw. 

Mr. Fiske’s party includes Francis 0. 
Ayres and Robert Lynn Cox, vice-presi- 
dents of the company; Dr. Lee K. 
Frankel, third vice-president, and head 
of the welfare work activities; William 
H. Stewart, superintendent of southern 
agencies; F. Remington, supervisor of 
southern territory; H. C. Cunningham of 
the ordinary department; A. J. Chadsey, 
secretary to the president, and Mrs. 
Helen La Malle, superintendent of the 
company’s nurses for the entire country. 
Mrs. Haley Fiske and daughter, Miss 
Katherine, were also in attendance. The 
party has attended several similar con- 
ventions in its tour of the south, the next 
being Memphis, Tenn. 


Made New Orleans Superintendent 


W. C. McHardy of New Orleans, in- 
spector for the American National of 
Galveston, has been promoted to super- 
intendent in charge of New Orleans ter- 
ritory, with office at 312 Carondelet 
building. Mr. McHardy has traveled the 
southern states for several years in the 
interests of the American National. 


Prudential News 
The following agents in Division N of 
the Prudential has been promoted to 
assistant superintendents to take charge 
of agency staffs in their respective dis- 
trists: J. Marstron Crump, Richmond, 
Va.; Harry W. Castell, Richmond, V4; 


9 


John C. R. Fountain, Baltimore No. * 





Lincoln National Minneapolis Meeting 


Walter T. Shepard, vice-president and 
manager of agencies, was the chief 
speaker at the northwest convention of 
Lincoln National Life agents at Minne- 
apolis last week. About 75 salesmen 
were present and they reported condi- 
tions in Minnesota and the Dakotas 4s 
having improved measurably. T- 
Hughes, manager of the northwester® 
agencies, was also a speaker. 


Inasmuch as Wakefield, Moreley & S- 
of Hartford, Conn., are retiring from St 
general agency of the National --* 
Vermont, its affairs there are in chart. 
Cashier E. M. Allen, the office having 





moved to the American Industrial building. 
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EAR PASSAGE OF BILL 





ATCH MISSOURI LEGISLATION 





Law Extending Suicide Provision May 
Pass—Status of Other Insurance 
Measures 





JEFFERSON CITY, MO., Mar. 19— 
While the Missouri bill which extends 
he suicide clause of life insurance poli- 
ies to accident insurance, passed by the 
Senate some time ago by an overwhelm- 
ng vote, has not been voted on finally 
by the House, there still seems to be 
onsiderable danger of favorable action 
being taken upon it. It provides that the 
nsurance companies must prove that 
suicide was contemplated at the time the 
policy was taken out in order to plead 
uicide as a defense against payment of 

olicy. 

The cenaiienery bill which was pushed 
n the Missouri legislature by Superin- 
endent Hyde, permitfing him to refuse 
icenses or revoke licenses of companies 
rom states which decline to grant li- 
enses to Missouri companies, went 
flown to defeat in the Senate by a vote 
pf 19 to 13. The senate had previously 
voted to send the measure to engross- 
ment 17 to 14. The agency qualification 
bill also failed of passage. ' 
The senate passed Senator Cave’s bill 
smending the insurance code by provid- 
ng that lapsed life policies on which 
he holder had borrowed money must 
be paid, less the indebtedness. This will 
ave very little effect, it is said, because 
t is already the policy of the larger 
ompanies operating in the state to do 
50. 


Optimism at Racine Conference 


New England Mutual Life representa- 

ives from Racine, Milwaukee and Ken- 
bsha gathered at Racine, Wis., for a con- 
erence and dinner meeting, reported 
hat business conditions are much bet- 
er now than at any time in the past 
everal months, and that prospects for 
ontinuation of good business are ex- 
ellent. Practically every speaker com- 
ented upon the increased amount of 
insurance being written every month. 
ocal physicians present at the meeting 
xpressed conviction that the widespread 
pidemics of such illness as influenza 
nd grippe was breaking up, and that the 
orce of the epidemic had been expended. 
ewer lapses are reported at this time 
han formerly, according to speakers, 
indicating better economic conditions, 
fact further substantiated by the re- 
orted promptness of policyholders in 
aying premiums and-in an evident de- 
ire for more protection evinced of late 
y the public. 


Jefferson Standard’s Gain 


The Jefferson Standard Life of 
preensboro, N. C., is showing a big in- 
ease in written business this year over 
822. Up to March 15 it had written 
18,777,000 in comparison to $9,180,605 
br the sale period in 1922. January and 
tbruary were the biggest months in 
¢ history of the company. 

t has recently entered California, 
olorado, Nebraska, New Mexico, Wyo- 
hing and Utah. Some of the states are 
ready sending in a good volume of 
siness. The company is erecting a 
“story home office building at Greens- 


- which will be completed about 





Montana Life to Build 


The Montana Life of Helena, Mont., 
ill erect a new home office building in 
hat city within the near future. The 
act location and other details have not 
Pt been announced. The growth of 
cneeey and the constant increase 
- ce facilities required to handle the 
nee ~ has made larger quarters neces- 
y. it is expected that the new build- 


PROPOSE 


WOULD COMPEL EXAMINATION 





Bill Before Massachusetts Legislature, 
Backed by All Insurance Men, Seeks 
Qualification Standard 





BOSTON, MASS., March 19.—A bill 
offered by the Brokers’ Association of 
Massachusetts, which would amend the 
present brokers’ licensing law of the 
commonwealth to compel an examina- 
tion of all new applicants for brokers’ 
licenses in the future, was given a hear- 
ing by the legislative insurance com- 
mittee last week at the largest attended 
hearing in the insurance committee 
room this session of the legislature. 

Lawrence B. Page, secretary of the 
Brokers’ association, presented the case 
for the bill in an able manner and a 
number of others supported the meas- 
ure. President Babson of the Surety 
Underwriters Association, Vice Presi- 
dent Warren S. Shaw of the Massachu- 
setts Association of Local Agents, 
Claude L. Allen, counsel for the Boston 
Board and National Board; Arthur W. 
Hollis, of Hollis & Perkins, of Boston, 
Fred W. Boardhead of Salem and Bos- 
ton and others were among the pro- 
ponents. 

Commissioner Hobbs was very evi- 
dently in favor of the measure. He 
declared the present situation was not 
satisfactory to him. The measure pro- 
posed would not be a cumbersome 
burden and the extra fee of five dollars 
provided for would take care of the 
expense of the examination. 


Will Enter Illinois 


The Register Life of Davenport, Ia., 
is planning entry into Illinois. The com- 
pany recently asked that its articles of 
incorporation be amended to eliminate 
the authority for the sale of health and 
accident insurance. The company does 
not write health and accident insurance 
and made the change so as not to be 
classed as a mutual health and accident 
company. 


Stage Contest in Michigan 


“A new hat or bust” is the motto of 
the Lansing, Mich., agents of the Peoria 
Life. Since Feb. 1, the Lansing agents 
and the agents at Battle Creek have 
been onanene in a contest against the 
agents of Detroit and Wayne to deter- 
mine who can produce the greatest 
amount of business before March 26. 

To date the Lansing agents and their 
Battle Creek colleagues have led the 
Detroit and Wayne crews by a consider- 
able margin, it is said. 





Plan Sales Congress at Boise 


E. N. Strong of Portland, Ore., state 
agent for the National Life of Vermont 
for Oregon, who was recently named 
by A. O. Eliason, president of the Na- 
tional Association of Life Underwriters, 
to be the latter’s assistant for the Pa- 
cific Northwest, announces that a sales 
congress will likely be held at Boise, 
Idaho, in the next few weeks. Mr. 
Strong has always been a strong worker 
for the association in Oregon. He was 
the 1922 president of the Life Under- 
writers’ Association of Oregon. 





Select Official Hotel 


The Hotel Fort Des Moines of Des 
Moines, Ia., has been selected as the 
official headquarters for the annual meet- 
ing of the American Life Convention, 
Oct. 17-19. The annual meeting of the 
Legal Section will take place in the 
same hotel Oct. 15-16. 


Returning to the home office from a 
trip through the South, Dr. Morton 
Snow, medical director, and Henry Loeb, 
vice-president of the Massachusetts Mu- 
tual, stopped over in Richmond a few 


days ago and were guests of Charles B. 
Richardson, general agent for the com- 





& will be completed this year. 





LICENSE LAW 


TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company - 
Wichita, Kansas 


Executive Offices 








INDIANA OHIO ILLINOIS 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 


IOWA MICHIGAN 








H. W. STRICKLER, 


MIDLAND INSURANCE COMPANY 


St. Paul, Minnesota 


Liberal contracts to good agents in 
Minnesota, North and South Dakota and Iowa 


For information regarding agency write 
G. K. HENSHALL, Supt. of Agents 


E. L. SHINNICK, 
“4 . A 














General Agents Wanted 
AT THE FOLLOWING POINTS 


ga, Tenn. Newark, N. J. 
Cookeville, Tenn. Jersey City, N. J. 
Peters , Va. Huntington, W. Va. 
Cc * Trenton, N. J. 


ulpeper, Va. 
Wheeling, W. Va. Camden, N. J. 
Atlantic City. N. J. 
Clarksburg, W. Va. 


h, N. C. 
Elisabeth City, N.C. 
Parkersburg, W. Va. 


DIRECT HOME OFFICE CONTRACT 
ASSISTANCE IN FINANCING AGENCY 
LIBERAL FIRST YEAR AND RENEWAL COMMISSIONS 
ASSISTANCE IN TRAINING AGENTS 
FREE CIRCULARIZATION BUREAU 
LIBERAL SUB-STANDARD DEPARTMENT 


Shenandoah LifeInsurance Company 


R. H. ANGELL, President W. L. ANDREWS, Sec., Treas. 
On Agency Matters address in confidence W. F. Macallister, Agency Manager 
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DISCUSSES STANDARDS 


HARDCASTLE GIVES ADDRESS 





Actuary of Union Central Life Gives 
Talk to the Cincinnati Insur- 
ance Officials Club 





At the meeting of the Cincinnati In- 
surance Officials Club Monday, Actuary 
E. E. Hardcastle of the Union Central 
Life gave a very interesting summary 
of his company’s work along the line of 
standardization of home office employ- 
ment, fixing salaries, etc. Large cor- 
porations, including life companies, have 
found that it pays to adopt classifications 
and salary standards. Each company 
will have a minimum and maximum 
salary for clerical work, with efficiency 
tests and measurements. While there 
are some difficulties in the way of the 
application of the plan the advantages 
outweigh the disadvantages. One fea- 
ture of the plan is to have a personnel 
officer, a part of whose business it is to 
be able to supply any department at 
any time with the kind of help needed. 
The plan, Mr. Hardcastle thinks, works 
for justice, allays discontent and gives 
each employe a chance to measure his 
own efficiency and value. The meeting 
was well attended and the Insurance 
Officials Club is one of the established 
insurance organizations of Concinnati. 
President Williams of the Western & 
Southern is chairman and W. Howard 
Cox of the Union Central, secretary. 


Big Policy “Almost” Sold 


Probably one of the largest worthless 
checks ever presented in Little Rock, 
Ark., within the past few years was ac- 
cepted by the Mutual Life recently, ac- 
cording to a report received by the 
police. George B. Dixon, manager of the 
company said he took the check which 
was for $35,985, that amount being the 
annual premium on a $500,000 life insur- 
ance policy. 

Mr. Dixon said a man walked into the 
office Wednesday morning and intro- 
duced himself as Harry Carey of Los 
Angeles, Calif. The original Harry 
Carey is a motion picture actor. He ex- 
plained that he was stopping at the 
Hotel Marion and desired to insure his 
life for a half million. Neither bank ac- 
count nor registry at the hotel existed. 


Standard’s Business Good 


Saturday, March 17, was the first an- 
niversary of the moving of ‘the execu- 
tive officials 8f the Standard Life In- 
surance Company to St. Louis, and the 
agents of the company to celebrate the 
event pledged themselves to write $300,- 
000 in applied-for business in that day. 
The company has set $1,500,000 in paid- 
for as the goal for March. During the 
first 15 days of the month the field 
workers moved at a pace indicating that 
the mark set would be attained. 





Miss Ruth Breiling, cashier for several 
years at the Cincinnati general agency 
of the Connecticut General Life, is re- 
signing and will be married April 7. 
The groom is Clarence K, Krapp, who 
is connected in an official capacity with 
the Ahrens Fox Fire Engine Company 
of Cincinnati. After an eastern wedding 
trip the couple will reside at Cincinnati. 


PLANS DEVELOPMENT 


WILL GET INSURANCE MAN 





Kansas Life Is Now Casting About to 
Secure a Trained Underwriter 
for the Company 





TOPEKA, KAN., Mar. 19.—The Kan- 
sas Life is looking for an experienced 
insurance man to take complete charge 
of its insurance development. Ben S. 
Paulen, the new secretary, said today 
that the officers and directors had been 
investigating several men and had their 
eyes on one or two who might be 
brought into the company shortly. 

J. Edwards, president, will con- 
tinue as the general manager of the 
company. Mr. Edwards has had long 
experience in the matter of investments 
and has been particularly valuable to the 
company during the past few years. _W. 
A. Benson will continue as the head of 
the. agency organization. 

“We do need and expect to get a real 
life man to handle the insurance details 
of the business, but we have not finally 
determined upon this man thus far,” 
-said Mr. Paulen. “We hope to be able 
to announce our decision in a few days. 
Mr. Edwards has been away and we 
have not been able to have a meeting of 


‘the board to make our final choice.” 


W. H. Eastman, who was secretary 
for many years, retired at the annual 
meeting and Mr. Paulen was elected to 
his place. Mr. Eastman will continue 
as a member of the board. 


F. P. Wright Badly Burned 


F. P. Wright, agent for the Bankers 
Life of Des Moines in Fort Dodge, Ia., 
was working on his car recently when 
the ignition system went wrong and 
started a blaze which reached the gaso- 
line tank and caused an explosion. Mr. 
Wright was burned about the face while 
trying to extinguish the blaze. The fire 
got beyond his control and his new car 
and garage were destroyed. 


STRONG SPEAKERS AT 
NEW YORK’S CONGRESS 


(CONTINUED FROM PAGE 1) 


there is punch to his remarks, which in- 
dicates how his agency in about a year 
of existence has grown into the $8,000,- 
000 class. Of course, he did not brag 
about this figure, very politely saying 
that in New York that amount of busi- 
ness was nothing great, perhaps, but in 
Boston it was considered quite some 
production.-, 

- He sounded a warning on paying too 
much attention to the technique of the 
sale and not enough to hard work and 
continuous production of business. Five 
calls a day, he thought, were little 
enough for anyone, and he remarked 
that in no commercial business is a 
salesman able to.get away week after 
week without sales. An insurance man 
must keep himself fit. There must be 
some recreation in his schedule and he 
must secure the right amount of sleep. 
life insurance man has to keep in high 
gear all the time and so must always 
thave the physical force to put his sale 
across. The necessary punch must be 
present when needed. A _ successful 
agent must have imagination and initia- 
tive. He is a failure without it. All 











California. Some privilege! 


agents. 








DISTRICT MANAGER WANTED | 


for San Diego, California, a growing city of nearly one hundred thou- | 
sand, climate the most pleasant and equable in United States. 
opportunity for an experienced high grade life insurance man (no 
other need apply) who wishes to live and work in Sunny Southern 
I assure you. 
Agency Supervisor who has proven his ability to secure and train 


F. E. McMULLEN, Manager 
Massachusetts Mutual Life Insurance Company 
1005 Trust & Savings Building 
Los Angeles, California 


A real } 


Am also looking for an 

















knowledge is worthless without hard 
work to back it up, he stated. 


Make Every Prospect a Booster 


The proper idea is for an agent to 
sake a booster for himself out of every 
prospect he insures. Personality of the 
right kind will take care of that. He 
also believes that the head of an agency 
should be a producer himself. Just tell- 
ing the men under you what big cases 
you used to write when in the field, is 
not half as mtch inspiration as knowing 
that the manager can still deliver the 
goods. He remarked that good will is 
an asset which can’t be bought and it is 
one which is quite generally abused. 

His advice was to bank the renewals 
and save money for a rainy day. Oppor- 
tunities come but can not well be taken 
advantage of if the agent has no money 
to act as an anchor. His parting in- 
junction was to call on five persons a 
day and have one man at least examined 
every week, 


Impress Oneself on Customer 


Manager Madden of the Chamber of 
Commerce of the United States gave a 
talk in which he told of the need for an 
agent to impress himself upon the cus- 
tomer and his business. He told of the 
agent who did a good business but 
seemed to have no salesmanship ideas. 
He just went in to see a man told him 
his name and business and went out. He 
kept coming back till the customer could 
not ‘forget him, in fact’ was used to see- 
ing him and that was the way he secured 
his business. Mr. Madden predicted 
that new slants to the life insurance 
business will come in time which are not 
known today. He thought that the man 
in the field was the logical person to de- 
vise these new plans. 

Another point stressed by the speaker 
was the necessity for service after the 
sale. Not enough attention is paid, he 
thought, to following up policyholders 
by most companies, although one com- 
pany has seen this point already and has 
men going around to conserve business 
and instruct policyholders. He believed 
that this was a step in the right direc- 
tion and that a definite system is needed 
to keep in touch with the insured and 
advise him what he has got. He sug- 
gested that the policyholder should be 
shown some of the investment plans of 
the company and then he will appreciate 
what heavy taxation means and legis- 
latures will not be so willing to adopt 
taxes for life insurance. 


Lovelace Stresses Human Interest 


Dr. Lovelace as usual was at his best 
in telling human interest incidents which 
had been converted into useful slogans 
to make a sale. When a man says he 
doesn’t believe in life insurance he 
should be asked whether he does not 
believe in three square meals a day and 
clothes and a roof to live under. Then 
when he answers that he does believe 
in these things, he should be asked 
whether he does not believe in his fam- 
ily having these things after he has gone. 

The human interest appeal counts— 
the man’s love for a woman, his affec- 
tion for his child, all these things mean 
much, in Dr. Lovelace’s opinion. Be- 
cause people like to see things move is 
one reason why the wise solicitor will 
ask the customer to lend him a pen, or 
make the prospect do something for the 
agent. It helps. Some agents believe 
in showing the customer a colored chart 
to attract his attention, or perhaps give 
him something to handle while he is 
talking or again supply something which 
arouse his curiosity. He thought it was 
important to know something about the 
prospect. It gives the agent more con- 
fidence in his sales talk. 

One of his students in the training 
course secured an application for a 
$20,000 policy but could not seem to de- 
liver it. Finally Dr. Lovelace became 
interested and discovered that the pros- 
pect was much interested in a foreign 
country. He often thought he would 
like to spend his declining years there. 
Dr. Lovelace suggested that it would be 
mighty fine to have $1,000 coming in 
each year at age 60 when the man could 





retire and settle down abroad. It was a 
clincher and illustrated the power of 
suggestion. 


Seience of Sales Strategy 


There was only one speaker from out. 
side the insurance ranks, but he was a 
practical salesman in commercial lines 
and his talk on “Sales Strategy” was, 
therefore, much appreciated. F. A. Wil. 
son Lorenson, of the Union Carbide & 
Carbon Company, was introduced as an 
advertising man of the first water. Gra. 
ham C, Wells once tried to get him into 
the insurance business, but he did not 
succeed. Mr. Lorenson did admit, how- 
ever, that if he had to live his life over 
again he would take up life insurance, 
because it was easy to sell, as it is being 
sold to a man’s heart. The agent is talk- 
ing about something which appeals to 
the prospect. At least that is.the way 
it looked to him, 

Mr. Lorenson tried first selling space 
in a religious publication. He found out 
that it had no paid circulation to speak 





of and that he did not have the “goods.” 
He learned some points, however. One 
was that a salesman is wasting his time 
if he tries to talk business to a man who 
has not the authority to sign the order 
even if he wished to. His advice was to 
cultivate the man who can really say 
“ves” or “no,” otherwise time is wasted. 
Don’t bother with the fellow who keeps 
people away from the man who can say 
“ves.” 
Hardest Selling Is Smallest Selling 


He believed that the hardest selling in 
life is the smallest selling. He gave as 
his reason for always seeing an insur- 
ance man when one called, that he was 
on the lookout for good salesmen, in 
fact, he had picked up more than one in 
this way. He advised his hearers to de- 
termine the opportune time to see a mai 
and to play on a customer’s weakness 
That is sales strategy. 

Mr. Lorenson said he did not have 
any respect for the agent who over- 
loaded the prospect in selling life insur- 
ance. It was a bad idea. The man over- 
loaded will never forgive the agent who 
was responsible for this condition and 
when he wants more insurance he is not 
apt to look this agent up. 

The speaker cautioned his hearers to 
lay out their plans in advance, preferably 
on paper, and then having charted their 
couse to “follow through.” A salesman 
will lose out, he argued, if he does not 
know definitely in advance how he 3s 
going to handle a case. 

Mr. Lorenson was followed by Charles 
H. Langmuir, assistant superintendent 
of agencies of the New York Life, who 
laid down some notable selling sugge* 
tions and talked about the value of the 
services of the life insurance man ™ 
protecting the home. He discussed 
whether or not a salesman has to b 
born, as a previous speaker maintained, 
and said that this was not his conviction 
He said he had seen too many million 
dollar producers made to believe th 
other theory. The case of Harry B. 
Rosen and the increase in the averag 
of his policies was given as a cas¢ ™ 
point. “ 

He warned his hearers about the w" 
o’ the wisp of big cases. The agent wh 
works only on them, is apt to starve ™ 
death. The time consumed in walling 
for one to go through often is wast 
and no other business is available to takd 
their places. ‘He gave illustrations 0 
his own experience to prove his poi" 
(Mr. Langmuir’s address is given else 
where in this issue.) 


Fifty-seven in Sales Contest 


‘The two-minute sales contest stag 
in the afternoon session, being conductes 
by Alexander E. Patterson of the Equi! 
able, was a remarkable demonstration ° 
rapid fire sales talk. There were 7 
participants who spoke two minutes 
less on the approach, how to get - 
pects, meeting objections and the > 
Four first prizes of $10 each 7 
seconds of $5 each were awarded. i. 
remarkable schemes were relate 
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ordinary objections. The New York 
University classmen, many recent gradu- 
ates, seemed better primed for this than 
the rank and file of agents. In fact, one 
member of the class which is just gradu- 
ating, won a first and a second by his 
clever presentation. The judges were 
Orville Thorp, Sigourney Mellor and 
Clarence Axman, 


Banquet in Evening 


A feature of the sessions was the con- 
gregational singing led by William G. 
Eisenhauer of the New York associa- 
tion, who made such a hit with his song 
leading at the Toronto convention. He 
even gave some demonstrations at the 
banquet in the evening, attended by 500 
agents and guests. Superintendent Stod- 
dard of the New York insurance depart- 
ment was the principal speaker, devoting 
his talk to a discussion of the Niagara 
Life failure and the department’s work 
in winding it up; also to his rulings on 
acquisition costs. 

Bainbridge Colby, secretary of state in 
the Wilson cabinet, talked on political 
matters more than life insurance. He 
did pay a tribute to the work of the 
agents, telling them that they were the 
best exponents of the art of catching 
attention, something he believed neces- 
sary in effecting a sale. The third and 
last speaker was Dr. Franklin C. Wells, 
medical director of the Equitable Life, 
who said he liked the word salesmanship 
because it meant that a salesman had to 
be a man first and a salesman later. He 
said there was no impairment of service 
to policyholders when a sale was made 
right. There is then no disappointed 
widow. True salesmanship does not 
consist of personal conquest, but in the 
encouragement of service. 


NEW ENGLAND CONGRESS 
WAS GREAT “ROUND-UP” 


(CONTINUED FROM PAGE 2) 
for this purpose. A lot of business can 
be done with small corporations, as 
yet untouched. One visit should be 
enough if the agent is prepared. Insure 
the leading man, make the cash payable 
to the widow, the stock to come back 
into the company. Ordinary life for 
old men, endowment for one under, 
forty. 
Double Luncheon Feature 


National President A. O. Eliason, 
Judge Charles J. Orbison and Mrs. 
Marion W. Hacker, president of the 
New England Women’s Life Under- 
writers Association, spoke briefly at 
the Bellevue hotel luncheon and Presi- 
dent Eliason, Charles C. Gilman and 
Joe Mitchell Chapple of the National 
Magazine were the speakers at the 
Boston City Club luncheon. 

The afternoon session opened with 
a half hour song service after which 
E. J. Gantz, in charge of the educa- 
tional clearing house for the Y. M..C. 
A. movement in the United States and 
Canada, spok upon the teaching of life 
imsurance in the Y. M. C. A. schools. 
Formerly an insurance agent, he em- 
phasized the different spirit and form 
of service being inculcated in the youth 
of today through such schools, as com- 
pared with the training the earlier in- 
surance men could get. There were 
129,000 in the schools last year. 

Harry Kay was the next speaker, 
upon the topic of “Income Insurance.” 
He declared income insurance meant 
higher policies and a greater number 
closed for the agents, and greater ease 
in closing. The prospect could be 
urged to insure his salary, on top of 
suring for the undertaker’s, doctor’s 
and other bills covered by the usual 
small policy, so that it could continue 
to his widow. Doctors were good 
zaeepadte, Their income meant books 
plus brains. How much were the books 
ae plus the wife’s brains when the 
octor died? Could the wife run the 


Gusiness as well as the man, when he 
die ? If man finds it hard to pay in- 
ome taxes the wife is the one to worry. 
ay pays the income tax, for it comes 

of the estate, and the estate even- 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 





©. C. L. BUILDING 


Age Limits from 2 to 60. | 
Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less 
work for nothing. | 
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MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service te Pelicy Holders Service te Agents Service to the Publie 
Operates under the Fameus “Registration Act” which requires the reserve on every policy issued te be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


} A few geod openings fer good live producers im [llincis. Correspondence Invited. 


H. B. HILL, President N. H. WALT, Viee-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres.and Actuary OR. J. R. NEAL, See. 




















STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. rienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 
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A. GLOVER & CO. 


* - Consulting Actuaries 
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Statisticians 
2 South La Salle Street, Chicago 
Successors to Marcus Gunn, 
Consulting Actuary 
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K J. HAIGHT 
CONSULTING 
ACTUARY 
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T. J. MecCOMB 


COUNSELOR AT LAW 
CONSULTING 1 ACTUARY 
Premiums, Reserves, Surrender Values, 
=, © Calculated. Valeations of Exami- 
Made. Policies and all Life In- 
——— Forms Prepared. The Law of 
Insurance a Specialty. 


ColcordJBidg. OKLAHOMA CITY 








J .H. NITCHIE 
ACTUARY 

1523 Association Bldg. 19S. La Salle St. 

Telephone State 4 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 

343 S. Dearborn St. 
Telephone Harrison 3384 
CHICAGO, ILL. 








B. YOUNG 
* CONSULTING 
ACTUARY 
AND ACCOUNTANT 
D. R. McClurg, Associate 
430 PETERS TRUST BLDG. 
Omaha, Nebr. 

















The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35..... .$31.90 per $1006 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT'N 
Des Moines, lowa 








THE PENN MUTUAL 


national in the scope of its operations. 
is individual in the service that it 

aoied to its members and to its field 

representatives. 

Back of your independence i 4 is ready to 


stand as an economic bulwar! 


The PENN MUTUAL 
Life Insurance Co. 
Independence Square Philadelphia 











tax so the estate will go intact to the 
widow. Income insurance puts the 
sure in insurance. Agents must believe 
in income insurance and then they will 
sell more of it. 

William E. Hewitt, of Portland, Me., 
also spoke on “Income Insurance.” He 
declared it had more pull and kick than 
any other form of insurance. It in- 
sures the insurer; guarantees the pur- 
poses of the insurer, both the principal 
and interest are guaranteed. 


Discuss Planning of Work 


The final discussion of the day was 
by four speakers upon the topic “In- 
telligent Planning of Work.” Edward 
I. Bown of Boston led off. He declared 
that an adequate number of interviews 
of the right kind will guarantee success 
in the life insurance business. There 
must be adequate preparation in ad- 
vance, then right planning of time. 
The greatest fault was not starting 
early in the day. Use time as money 
and treat it as capital which must be 
protected. Three of the four parts of 
the day-should be devoted to soliciting, 
the other part to all other things. The 
secret of the success of the industrial 
man was that he did not know the inside 
of the office all the week long. 

George H. Spillane of Lowell said 
the greatest thing was to see clearly 
and tell simply. There must be prep- 
aration and execution. Education was 
necessary to prepare the man and for 
him to know how to use his knowledge. 
There must be careful planning of field 
work and a close regard to a schedule 
of such work. 

Isaac S. Kilbrick of Brockton said 
he believed in constant reading of 
books, company literature and insur- 
ance journals on life insurance. Get 
all the suggestions possible and put 
them into practice. Suggestions are no 
good unless you get business out of 
them. Make notes of the good things. 
Mind must be constantly receptive and 
engaged in employing the thoughts re- 
ceived. 

Carl S. Nute of Manchester, N. H., 
said his plan would not appeal to many. 
He was not keen on the long list of 
prospects. He would throw such files 
out of the window. Get a natural pros- 
pect list. A man could keep in his 
head all the prospects he would need. 
He declared that if a man would make 
two real interviews a day, six days a 
week, for a year, he would be a success, 
But you must put every ounce of your 
energy into those interviews. He would 
guarantee a man who did it $500,000 a 
year. The same man would do the 
same amount of business on five or six 
calls a week, inside of four or five years. 
Determination was his secret of suc- 


cess. 
Orbison Closing Speaker 


Judge Charles J. Orbison of India- 
napolis was the closing speaker. He 
considered life insurance the greatest 
business in the world. Helping men 
and women to protect their loved ones. 
The surface had hardly been scratched. 
The calling demanded the highest type 
of salesmen. There was no room for 
half time men. Life insurance de- 
manded information, inspiration and 
sweat. The man who lives only for 
today and cares naught for tomorrow 
has no right to life. He is a drone in 
the behive of industry. Every man has 
an ambition to leave something sub- 
stantial to those who live after him. 
The only man worth while is the one 
who builds for his family. Man who 





wants to absolutely guarantee his es- 
tate must have a policy in a life insur- 
ance company. It is the best estate 
he can have. He gave as his reasons 
for this that it helped him to pay his 
honest debts after he was gone; that 
wills, usually employed, could be 
broken; cost of administering estates 
through wills and trusts; to safeguard 
shrinkage in business and keep it going; 
and to provide temporary help and as- 
sistance to a widow and family whfe 
an estate was going through the pro- 
cecc of settlement. He declared 45 of 
the last 50 will cases tried in Marion 
county in Indiana had resulted in the 
breaking of the will. People were never 
so insane as when the matter of trying 
to break their wills came up. Nothing 
was certain in will making. There was 
tremendous cost, too, in settling estates. 
The entire estate of a life insurance pol- 
icy went to the widow without the ex- 
pense of a nickel. 

He impressed upon the agents the 
importance of keeping close to the ben- 
eficiaries of their policyholders after 
the policy proceeds had been paid, to 
continue the blessed spirit of protec- 
tion. He believed strongly in income 
insurance as protecting the widows and 
children. 

Midland Life Commissions 

The Midland Life of St. Louis an- 
nounces the following commission 
changes on and after Apr. 1: the com- 
mission paid upon $1,000 cases written 
upon the ordinary life and the twenty 
payment life plans, which heretofore 
has been 50%, will be changed and all 
agents and general agents will be 
granted a commission of 10% less than 
the regular schedule of commissions 
shown in their contract upon these two 
forms where the amount of insurance 
applied for is less than $2,000. In other 
words, if the contract provides for a 
maximum commission of 70% upon the 
ordinary life and twenty payment life 
forms, where the amount applied for is 
$2,000 or less the schedule will be re- 
duced 10% and the commission will be 
60% instead of 50% as in the past. 


Equitable Building 26 Stories 


New sketches have been prepared by 
architects for the new Equitable Life 
building at Des Moines, showing the 
addition of a tower which will make the 
total height of the structure 26 stories. 
The height to the tower will be 18 
stories. The work for the past few 
months has been beneath the surface, 
but half of the steel work has now ar- 
rived and the other half is expected soon 
so that the building will shortly begin 
to appear above the ground. The total 
cost will be $1,800,000 and the cost of 
the site was $800. The building will be 
313 feet high, cover a floor space of 
200,000 square feet and will be completed 
by Jan. 1, 1924, 


Agency Conference at Burlington 


A. W. Brown of Burlington, Ia., east- 
ern Iowa and northwestern Illinois man- 
ager for the Mutual Life, directed an 
all-day conference of Mutual Life agents 
in that section of the Mississippi valley. 
Mr. Brown claimed that business is far 
ahead of last year’s and that the lapses 
which were abnormal during the recent 
financial depression have been adjusted. 

C. Gladfelter, Burlington, whose 
agency is pledged to a million dollar 
business this year, was complimented 
upon the showing he is making. 
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The 63rd Annual Report shows 
received during the year 1922.$ 7,369,835 
and their 


~~ MO in Death Claims, Endow 
ments, BRR ccccccccgccccce 5,400,768 
Amount added to the Insurance Reserve ves 
@ from Investment. 2,110,923 
Neea2 350 im excess of on" 
required to maintain reserve) 
Actual mortality —— MB, *52:87% of 
the amount expected. 
Insurance im Force.........secceeesees 232,163,052 
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OF BALTIMORE, MD. 
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Maryland, 1882 
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Excellent General Agency Now Open 


Territory: STATE OF ILLINOIS 


Insurance in Force............ 
Yearly Premiums on Same.... 


Contract exclusive, with very liberal first-year and renewal commissions. 

e by the Company. Only capable men with clean 
lications will be treated in strict confidence. 
National Underwriter. - 











New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts to agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
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Burlington, Iowa 
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Setbacks Should Not Bring Depression To 
Life Insurance Salesman; Ways Suggested 
For Conquering Such Mental Disturbance 


By CHARLES H. LANGMUIR 


to the man who has established him- 

self in the life insurance business 
causes him to wonder, in later life, why 
he had to undergo so long a period of 
trial at the start. 

When all things are coming his way, 
the life insurance man is exultant. But 
with every setback the exultation of the 
life insurance man vanishes and in its 
place comes the cold mood of depres- 
sion which nothing but another stroke 
of good fortune is likely to turn back. 
I contend that a strong man is not 
forced to submit to this tendency, that 
it is not an inexorable law, and I would 
like to suggest a few very definite ideas 
by which an insurance man may con- 
quer the mental disturbance that is so 
costly to him. 


Toot glow of enthusiasm that comes 


Believe in Value of 
Services to World 


Convince yourself first of the value 
of your service to the world. “This is 
the true joy of life,” writes Bernard 
Shaw, “the being used for a purpose 
recognized by yourself as a mighty one; 
the being thoroughly worn out before 
you are thrown on the scrap-heap; the 
being a force of nature instead of a 
feverish, selfish little clod of ailments 
and grievances, complaining that the 
world will not devote itself to making 
you happy.” 

There are in the United States, ac- 
cording to Vice-President Coolidge, 71,- 
000,000 life insurance policies in force. 
That must mean, I suppose, 50,000,000 
individuals insured. When these 50,000,- 
000 people bought groceries they went 
to the grocery store; when they bought 
shoes they went to the shoe store; 
when they started to save money they 
went to the bank and deposited it. No 
one had to call upon them to induce 
them to perform these necessary acts. 
We know that life insurance is just as 
necessary. We are not offering, as one 
of our fellow agents has said, a myste- 
rious something called “life insurance”; 
we are offering them rent, food, clothing 
and education for their families, and 
rent, independence and freedom from 
worry, for their own old age. But we 
know that if an agent had not called 
on these 50,000,000 people they would 
not now be carrying this necessary pro- 
tection. Practically no one goes to a 
life insurance company to secure life 
insurance. The 71,000,000 policies in 
force are the creation of the agent and 
they are the measure of his value to the 
people of the United States. 


Must Keep Up Courage 
Without Apparent Results 


The greatest difficulty that a life in- 
surance man has to overcome is that he 
must keep up his courage for days or 
weeks often without apparent results. 
In other lines, a salesman accomplishes 
something every day, his good cheer is 
nourished by a more or less steady diet 
of orders signed. The life insurance 
man is called upon for a display of cour- 
age that few other kinds of business re- 
quire, and this indeed is the basic rea- 
son why our business is so well-paid. 

ourage, initiative, persistence, may not 
be paid for adequately, or at all, in other 
lines of endeavor, but they are in life 
insurance. 

A life insurance man should, therefore, 
determine to remain in the business and 
should-q@evote his best brain power to 
thinking{ out how to meet its difficulties. 
_ In thi task he will take great comfort 
‘rom a ufMique advantage which our busi- 
ess enjdpys. The cost of the commodity 





which we sell increases every year, at 
a date which we know in advance or 
can ascertain. The result is that life 
insurance men alone among salesmen 
at all times have the advantage of sell- 
ing in a rising market. The thinking 





kept himself busy seeing the people he 
determined to see at the start of the 
day. He should count the gains of each 
day in the contacts made and the clients 
won, rather than in the commission 
earned. That is the road to happiness 
in the life insurance business. 

I asked an old friend of mine, a mil- 
lion dollar producer, for the history of 
one of his typical clients: 

“In 1912,” he said, “I called upon a 
stranger for life insurance and ‘was 
turned down. But I secured his date of 
birth. In 1913, I called again, at the 
change in age, and was turned down. 








and overcome it. 








Charles H. Langmuir, assistant superintendent of agencies of the 
New York Life, gave this inspiring message to life insurance salesmen at 
the sales congress held in New York City last week under the auspices of 
the Life Underwriters Association of New York. His message was one 
of encouragement to the man who is likely to become discouraged through 
the setbacks which come during the earlier periods of his career, before he 
has become fully established. He showed the danger from such a mood 
of depression and offered some valuable suggestions as to how to conquer 














life insurance man avails himself of 
this advantage. He calls regularly upon 
his clients when their age changes and 
their premium rate increases. He thus 
keeps himself busy, performs a useful 
service and, whether he does business on 
that day or not, he retains his self-con- 
fidence and his self-respect. 


Count Gains of Day 
in Contacts Made 


A life insurance man should con- 
sider his day well spent when he has 





In 1914 I called and wrote him for 
$1,000. In 1916 he was married and I 
wrote him for $5,000. In 1917 he was 
advanced in position and I wrote him 
for $5,000. In 1919 he had a little girl 
and I wrote him for $5,000. In 1920 I 
just wrote him for $5,000. In 1922 I 
again wrote him for $5,000.” 

The total was $26,000 of life insurance, 
all originating in a first turn-down of 
ten years before. The initial commission 
was $20 and it took three calls to earn 
that, hardly enough to pay expenses. 








ROY H. HEARTMAN’S TWO CASES 








OY H. HEARTMAN of Des 
R Moines, agency manager of the 
Equitable of New York and frst 
vice-president of the National Associa- 
tion of Life Underwriters, is making a 
big hit at sales congresses and other 
Age of Man—33 
Immediate Needs 
Your widow will need money to pay 
your debts as follows: 





life underwriters’ meetings with his con- 
structive suggestions. In the Ohjn sales 
congress talks, Mr. Heartman presented 
two hypothetical cases that attracted 
much attention and furnished an excel- 
lent sales example. They are: 
Age of Wife—35 
Continuous Needs 
Your widow will need money to pay 
her expenses as follows: 








Mortgage on home.........cs000. $2,000 -  £ Bb VSS ae $ 150 
Contingent liability of bank..... 5,000 ee GE BOO. cccwcecavesecos« 150 
SE A coucasheecccteceesen 200 Groceries for family............. 350 
TMOCOUEO CAH cccccccccscesccsecece 150 Gas, electric light and telephone 
Doctor's bills, funeral expenses, De: ahsdebeoustdhecstuecdoccive 180 
Be “stsnatebocedéankecheeceteses 1,000 Clothing self and children....... 400 
Doctor and Gentiat.......cccceee 50 
DD Seeudeseseeckaceh seawae $8,350 COPED GRE GROFIT. ccccccccccses 50 
St canncthepeockssdbecenaaea $1,330 
Your widow will have money Your widow will need money to 


from life insurance............ $7,000 





se eee $8,350 








Money from sale of investments. 500 Will have money in the amount 
Money in the bank............+.; 500 GE x écusewnnenncéanseuensessesse 8,000 
$8,000 DL csk cédwedeeeeeabadeoest $ 350 
Average earnings per year of man, $4, 000. 
Now paying $205 per year for life insurance. 
Age of Man—43 Age of Wife—41 
3 Sons—Ages 14, 17 and 19 Continuous Needs 
Immediate Needs Mrs. Blank will need the money to 








Mrs. Blank will need money to pay pay on an annual basis, expenses as 
your debts as follows: follows: 
Inheritance tax ........+e++++: $157,825 Taxes on home and contents....$ 2,500 
Your income tax..........6-5+5:. 15,000 Upkeep on home and grounds... 2,000 
Your property tax............. 10,000 TO POF SOPVRMEBR. cscs ccocccscsece 3,000 
Your current bills............. 6,000 Per Geek, GOO, GORi ic sessvicoces 6,000 
Your indebtedness of bank.... 25,000 Clothing, self and 3 boys....... 6,000 
Expense of administering your For travel, vacations, etc....... 2,500 
CS GRR aan Se _ +o iar 30,000 To keep boys in school.......... 7,500 
——- DOORS GEE. oo ccuecosaseceessese ? 
$243,825 id 
$29,500 
Mrs. Blank will have income from Mrs. Blank will need money to 
your property as follows: pay your debts of........... 243,825 
Net rental income from property Will have money from life in- 
Se 004.6066 66pensdecborscveacce ,000 CES an ckccceuastancanesat 212,500 
Income from your business, which 
will be operated by others..... BROMGES ccc ctadocdbiesesesas $ 31,325 
Average earnings per year of 
Guaranteed income ...::.... $7,000 the man while living........ 30,000 


Paying premiums on life insur- 
ance of approximately $6,000 
per year. 





But the value of a first commission is 
never the value of a client. Insurance 
men should have the feeling about their 
clients that lawyers and doctors have. 
My friend had that attitude and he mul- 
tiplied his first commission by 26, ex- 
actly as a lawyer would expect his first 
fee to be multiplied. And the end is not 
yet; the client is prospering. The first 
thing you know he may want a $50,000 
policy. And don’t overlook the fact that 
such return calls upon an old policy- 
holder are a pleasure on both sides. 
The resistance has been overcome; the 
original $1,000 was a hard nut to crack, 
the following $25,000 was easy. 


How Much Is Turn-Down 
Worth to an Agent? 


In the light of this experience let me 
ask how much is a turn-down worth? 
How much is a date of birth worth? 
Suppose any good life insurance man 
were to work a whole day with no re- 
sult except three names with dates of 
birth; suppose he worked a week, with 
no result other than 20 names and dates 
of birth; suppose he worked a month 
with nothing to show for the effort but 
80 names with dates of birth. Has he 
had a good month? I believe that he 
has. By calling upon those 80 people 
as time passes, he will write his average 
of them for life insurance. He may 
trace back hundreds of thousands of 
life insurance and thousands of dollars 
in commissions to that month of turn- 
downs. The best agent is likely to 
undergo periods when he can only accu- 
mulate prospects, to be followed by 
periods when he can close them. To 
have the courage to work straight ahead 
through both periods is what makes him 
worthy to be a life insurance man. 


Stage Fright in 
Life Insurance 


The next difficulty I would like to 
discuss is the fear of approaching men 
for life insurance and this is far more 
prevalent than most men care to admit. 
Constantly I am surprised, upon be- 
coming well acquainted with successful 
life insurance men, to have them con- 
fess that on’their first attempt to solicit 
life insurance they walked up and down 
in front of the door hoping that the 
prospect would be out. That was indeed 
my own experience, so I can speak 
from the heart. 

The anxious mind of the life insurance 
man before the first approach is some- 
what like the “stage fright” of the actor. 
But I am told that “stage fright” has a 
great advantage—it causes the actor to 
prepare himself, to rehearse his part and 
to put his soul into it. Heywood Broun , 
in the New York “World” said recently: 
“Players who are badly frightened gen- 
erally do a little better than those who 
are sure of themselves. Often the thing 
which we call personality helps, but not 
always. One or two of the most striking 
things we have ever seen in the theater 
were done by people who were mere 
dish-rags until they came out upon the 
stage.” 

Timidity is cured by one thing, and 
that is practice. As in the game of 
golf, at first we are inclined to stiffen 
up, to strain every muscle, to make a 
mighty stroke, the effects of which we 
may feel the next day, with the sole 
result that the ball rolls a few feet. 
With practice we learn not to “press,” 
we hit the ball easily, and it goes 200 
yards. So, in life insurance, when we 
approach people quietly, speak to them 
as we would to a friend, with a smile, 
we meet with response instead of re- 
sistance. 


Simplicity of Selling 
Life Insurance 


There are so many different kinds of 
modern life insurance, and so many 


methods. of selling it that the process 
may at times.appear to be more complex 
| than it really is, An agent should never 
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lose sight of the fact that at bottom 
the appeal of life insurance is direct and 
simple. I would like to discuss that 
phase of the matter. I would rather 
not dwell upon the elaboration of selling 
methods, but upon their simplification. 

“The greatest sales talks in the world,” 
says J. B. Duryea, “cortain very little 
or no detailed description, little or no 
argument, and little or no ‘logical’ rea- 
soning. Life insurance men took part 
in one of the most remarkable sales in 
America—that of Liberty bonds. And 
what was the sales talk? Here it is: ‘Buy 
bonds,’ ‘Help the boys over there.’ ‘Buy 
until it hurts. We didn’t make any 
long-winded talks about the security, nor 
the interest, nor the investment advan- 
tages, nor the reasons for buying. Why? 
Because these things were already in 
the people’s minds. 

“And the things that make people buy 
life insurance for family and old-age 
protection are already in the people’s 
minds,” 


Longer a Man Sells, 
Fewer Words He Uses 


The longer a man stays in the life in- 
surance business, the fewer words he 
is inclined to use. He finds it better to 
think out his proposition in advance and 
to dwell chiefly upon the “one reason,” 
rather than let loose the flood of talk he 
believed to be necessary when he started. 
History gives us parallels. It tells us 
that Napoleon won many a battle in his 


tent. General Foch, when asked how he 
won the war, answered: “By smoking 
my pipe. 


A Japanese agent, famous for many 
applications but few words, once made 
a speech. He told us, in three-quarters 
of a minute, how he did it. 

“Il go out into the country in my 
Ford car,” he said. “I see Japanese boy 
in field. I say, ‘Come here.’ I say, ‘You 
carry life insurance policy?’ He say, 
‘No.’ I say, ‘You damfool, sign here.’” 

An insurance writer out west told me 
how he was increasing his results by 
decreasing his talk. “I closed a $20,000 
case the other day,” he said, “literally 
by saying nothing. I laid the proposal 
on my prospect’s desk; 1 pointed out its 
advantages; I placed the application 
form beside it; I showed how simple the 
questions were to answer. I gave him 
the rate. He said, ‘Why should I take 
it?? I replied, ‘To increase your estate 
at once by $20,000; you can’t do that in 
any other way for so little money.’ Then 
I didn’t speak and he didn’t speak. I 
watched the clock. We sat there for 20 
minutes without a word. Finally he 
took out his pen and filled in the ap- 
plication for $20,000. Had I weakened 
by saying a single word during that 20 
minutes I would have lost the applica- 
tion.’ 

Look about you in the field of busi- 
ness. It’s not what’s in a Ford car that 
sells the Ford, it’s what is not in it. And 
so a sales talk often is good because of 
what it leaves out. 


Where are the Life 
Insurance Prospects? 


Many good agents have quit our busi- 
ness because of pinning their hopes on 
applications beyond their reach. An 
agent almost invariably finds his suc- 
cess among his own people rather than 
among people much beyond him in 
wealth or position. 

Let me tell you the:story of my friend 
Balch. He had written a good bread- 
and-butter business of twos and threes 
and fives, and gradually was increasing 
these amounts as an agent should do. 
until along came a month when he: did 
nothing; then another month. I found 
that he was living in anticipation of a big 
policy, in fact two of them, a doctor 
and his wife, each for $20,000, “as good 
as gold,” “absolutely promised.” 
w'll mean half a year’s business.” 
will lead to other big cases, etc.,” and 
nothing could persuade him to keep on 
writing the bread-and-butter applica- 
tions. Two more months passed by 
without an aoplication. Finally I said 
to Balch: “Do you remember the old 
pump in the farm house yard? Asa boy 








drop of water would come. At last your 
father came out with a glass of water, 
primed the pump, and at once the water 
poured out and you could fill bucket 
after bucket. What you need to do now 
is to prime the pump. You can write 
a $1,000 application, can’t you? You 
could write an absolute stranger, 
couldn’t you, for $1,000?” “Why, yes, of 
could I could,” said Balch, and he went 
out and got one. At the end of two 
weeks he had written ten $1,000 applica- 
tions, and he came to me and said, “I 
can write ones, but I can’t get anything 
larger.” I then suggested to him, “Go 
see that doctor and his wife; you can 
write them now; you've got the habit.” 
The same afternoon he came back with 
their two applications for $20,000 each. 

The biggest writers of life insurance, 
in my experience, keep their pumps 
“primed” all the time with average-sized 
applications. I have before me a list of 
the leaders on volume of paid life insur- 
ance in 1922 of one of the largest com- 
panies and the four men at the top of 
this list have the following records: No. 
1 secured 223 applications for $4,699,000; 
No. 2 secured 189 applications for 
$2,500,000; No. 3 secured 240 applications 
for $1,806,000; No. 4 secured 281 applica- 
tions for $1,600,000. 

The four leaders on volume in this 
company are among the first dozen lead- 
ers on number of applications! 


Throw “Pooh-Pooh” 
Habit Overboard 


The frame of mind of a life insurance 
man is a matter of far greater impor- 
tance to himself and to his associates 
than in most other businesses. 

I am reminded of the story of old 
Tyler, a dog who used to hang about 
the country inn during the long win- 
ters. It was said of old Tyler that he 
had such a bad disposition that he would 
back up to the red hot stove in order 
to burn his tail so that he could growl. 

A good life insurance agent must train 
himself against this desire to growl. The 
tendency manifests itself sometimes in 
the best of men. Just as one person 
might poison a whole village, a single 
grouch can blight an agency. Pessimism 
o1 ridicule will destroy the best contest 
a manager can devise, but if an agent 
will take hold of the contest with en- 
thusiasm, he will double his business. 
y advice to life insurance men is to 
throw overboard the “pooh-pooh” habit. 
It is a mental attitude too disastrous for 
any life insurance man to indulge in. 


Let Yourself Have 
Great Ambition 


One cannot overestimate the influ- 
ence of a big ambition in a man’s life. 
It focuses his abilities. When Al Smiti 
first went to Albany in 1903, he sent to 
his mother a postcard, reading as fol- 
lows: “Dear Mother—This is a picture 
of the governor’s residence. I am going 
to work hard and stick to the ideals you 
taught me and some day—maybe—I 
will occupy this house.” He became 
governor. 

Dreams have an uncanny way of com- 
ing true. Every. life insurance man 
should have one. He will find that as 
his dream becomes a part of his daily 
thought events will shape themselves to 
its realization. 

Some years ago I asked Harry B. 
Rosen how it was that he had become 
a giant producer—had he done it in 
one leap? His reply was characteris- 
tic. He said: 

“Mr. Langmuir, that would be absurd. 
When I started in the life insurance 
business I was a retailer of life insur- 
ance and I sold life insurance to retail- 
ers. 

“But every retailer has a wholesaler 
to whom he is an impogant man. I! 
made the retailer introduce me to his 
wholesaler, until I became a wholesaler 
of life insurance. 

“Every wholesaler distributes the 
goods of a manufacturer, so when I in- 
sured a wholesaler I made him intro- 
duce me to his manufacturer until I 
became a manufacturer of life insurance. 
“Every manufacturer in turn has a 





his financier, until now I am a finan- 
cier myself.” 

The actual record of Mr. Rosen’s bus- 
iness will be interesting to you. The 
figures are, of course, those of only one 
company, not including his surplus bus- 
iness, the amount of which cannot be 
ascertained; 


No. of Total Average 
Year Applications Amount Application 
1904 147 $ 262,500 $ 1,785 
1906 122 340,000 2,786 
1908 101 755,000 7,475 
1910 112 1,203,000 10,741 
1915 137 2,601,000 18,985 
1920 159 7,063,000 44,421 
Agent Should Regard 

Wife as Partner 


If a man is to like his job in the life 
insurance business, his wife must like 
it with him. His success is a joint af- 
fair, let there be no mistake about that. 
Every married insurance man is in part- 
nership, and cannot succeed if the 
woman member of the firm is hanging 
back at every step. It is therefore wise 
for a life insurance man to devote time 
and thought to interesting his wife in 
his business. He should take his wife 
with him to conventions and meetings. 
He should have her meet his fellow 
agents, should encourage her to join 
in his enthusiasm. 

x“ * 7 

These are but a few of the ideas by 
means of which a life insurance man 
may stabilize his mind and find his 
permanent place in our business: He 
must know that the work he does is of 
immense service to the world; he must 
learn to keep up his courage in the face 
of unusual difficulties; he must realize 
that these difficulties are the cause of 
his being well paid; he must utilize the 
unique advantage of the yearly increas- 
ing rate; he must never confuse the 
value of a client with the value of the 
first commission earned; he must not 
permit sensitiveness to prevent his sell- 
ing people; he must be simple in his 
presentations; he must seek his pros- 
pects among people of his own kind; 
he must “prime the pump” with many 
applications of average size; he must 
be good friends with his associates; he 
must exorcise the “pooh-pooh” theory 
towards new selling plans and ideas; 
he must let himself go in a great am- 
bition; and finally, he must add an en- 
thusiastic partner to the firm, his wife. 

The way to mastery is long or short 
depending upon the person, but the 
more I observe life, the more convinced 
I am that the limitations a man feels he 
suffers from, may be overcome; the 
qualities he fears he lacks, he can create; 
that, in the long run, every honest ef- 
fort has a result and the harder the 
struggle at the start, the bigger the 
man in the end. 


STODDARD’S LEGISLATIVE 
RECOMMENDATION GIVEN 


(CONTINUED FROM PAGE 3) 


to the expense margins, thus permitting 
the expense ratios on ordinary business 
to be increased. 


Should Be Self-Suporting 


“The chief purpose of another pro- 
posed amendment is to require that 
group insurance as well as other classes 
of policies (other than reinsurance) 
shall be self-supporting. It would ap- 
pear that this proposed amendment is 
highly proper, inasmuch as the amend- 
ment suggested above would permit the 
companies to use net premiums based 
on the ‘American Men Ultimate Table’ 
in valuing their short term group poli- 
cies. Accordingly, there would prob- 
ably never be any negative loadings and 
there should always be sufficient load- 
ings to take care of the expenses of the 
group business. The proposed amend- 
ment should make it impossible for mu- 
tual life companies to charge insufficient 
premiums on one class of business 
which would result in dipping into the 
surplus. accumulated by other classes 
of policies. 








vou used to go out and push the handle 
up and down, up and down, but not a 


financial backer, and whenever I insured 
a manufacturer I niade him take me to 


“The purpose of a third suggested 








companies writing non-participating 
policies exclusively in this state from 
complying with the expense limitations 
of section 97 except as to the limitation 
of expenses for the first year of insur- 
ance. In other words, companies which 
write business in this state on the non- 
participating basis exclusively will be 
placed on the same footing as compa- 
nies which write business in all of their 
territory on the non-participating basis 
exclusively. It seems desirable to leave 
to other states the question of limiting 
expenses on participating business writ- 
ten exclusively therein. 

have prepared an amendment to 
section 97 which would except commis- 
sions on mortgage loans from expense 
limitations. The present provisions of 
section 97 work a hardship on compa- 
nies which earn high net rates of inter- 
est on mortgage loans by making the 
loans direct to the borrowers and pay- 
ing commissions to financial correspon- 
dents as opposed to companies which 
purchase their mortgage loans from 
banks, trust companies and other finan- 
cial institutions at lower net rates of 
interest. In the case of the latter class 
of companies the expenses of making 
loans do not appear in their financial 
statements and, accordingly, such ex- 
penses are not included in the items 
which are limited by section 97. The 
proposed amendment will place the first 
class of companies on the same basis 
as regards the limitation of expenses. 


To Require Approval 






















































































“Under the present provisions of the 
insurance law there has been doubt as 
to whether pure endowment and annuity 
contracts must be submitted to the de- 
partment for approval. The desirability 
for such approval by the department 
has been recognized by the companies 
which have in the past submitted such 
contracts to the department, and have 
requested that legislation be introduced 
so that such submission be mandatory. 
A bill has been prepared in conjunction 
with representatives of life companies 
doing business within the state, so that 
hereafter pure endowment and annuity 
contracts will be required to contain 
certain standard provisions, and will be 
regulated in practically the same way 
as ordinary life insurance contracts. 


Unnecessary Work 


“At the present time, life insurance 
companies are required to submit to 
the department for approval the riders 
or endorsements which merely provide 
for the distribution of benefits under 
the policies. Persons insured often 
times change the beneficiary and the 
manner of distribution of benefits under 
the policy, and there seems to be no 
good reason why the department should 
be obliged to pass upon the riders mak- 
ing these changes. The life insurance 
companies and the insurance department 
believe that this unnecessary work 
should be eliminated.” 


Close Triennial Convention 


A banquet held Monday night at the 
Claypool Hotel, Indianapolis, Ind. 
brought to a close the triennial state 
convention of the Metropolitan Life and 
was attended by 400 representatives. 
Among those present were President 
Haley Fiske, Second Vice-Presidents 
Frank O. Ayres, and Robert Lyman 
Cox, Third Vice-President Lee Kk. 
Frankel and Superintendent of Agencies 
H. O. Wright, all of New York. . 
At the banquet the importance ol! 
public health nursing was emphasized. 
Some of the banquet speakers were 
President Haley Fiske; Judge James A. 
Collins of Marion county criminal court; 
Dr. W. F. King, state health commis- 
sioner; Mayor John C. Quick of Mun- 
cie; Edward Boner of Anderson, and the 
Rev. Frank S. C. Wicks of Indianapolis. 
Two business sessions were held dur- 
ing the day. 


J. A. Maddox, representing the Mis- 
souri Life, ocoupied the pulpit of the 
Wilson avenue Church of Christ in 






on the public school question, he being 








amendment to this section is to relieve 


Columbus, O., recently. rome talk 


president of the board of education. 






